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Five Acres of Efficiency 
behind the 


WOLVERINE DISTRIBUTOR 


in the industry’s model plant 





wu 
A PRODUCT 
PERFECT ON EVERY 
COUNT.” 


That is the standard main- 
tained by the Wolverine Tube 














Company on every item 

turned out from its modern 

mill in Detroit. It applies on 

every product—in every gauge, length and quantity, in 
every type and shape, whether made of copper, brass 
or aluminum. Every ounce of Wolverine Tubing and 
Pipe reflects the skill of years, of concentration, of 
strong purpose, of pride. 


The unprecedented reputation for quality that is 
Wolverine's goes with you on every call, makes your 
sales efforts more resultful, your profits more certain. 


You are invited to write for complete details on our 
products, our manufacturing and sales policies. We 
know we have a distributor plan that will interest you 
very definitely. 


There are very unusual market opportunities open to 
distributors of our line today. Let us tell you more 
about them. 


WOLVERINE 
Copper, Brass and Aluminum Tubing and Pipe 
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WOLVERINE TUBE COMPANY 


1451 CENTRAL AVE. 


DETROIT, MICH. 
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DEPARTMENTAL 
ROUTING 
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C1 ENGINEERING 
Cl PuRCHASING 
Cl PropuctiON 


C] MAINTENANCE 


MEMORANDUM: With the dramatic 
appearance of the National Industrial 
Recovery Act, Chiselers and Price- 
Cutters are in full flight. A new yard- 
stick for industrial buying has been 
created. If you are in sympathy with 
our interpretation of the job ahead, 
perhaps you will want to route this defi- 


nition to some of your key departments. 





Note To Mill Supply Distributors: This advertisement 
is one of a series appearing in THE BUSINESS WEEK, 
FACTORY MANAGEMENT and MAINTENANCE, 
MILL and FACTORY ILLUSTRATED, and POWER. 
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IKE a strong man suddenly aroused from a 

hideous nightmare, still rubbing his eyes 

in the half-light of a new day, American Industry 

greets the dawn of economic recovery. Spectres 

of the night vanish like mist before the sun, as 

hope quickens and principles are resolved into 
action. 


Both chiseler and price-cutter are doomed to 
exile. The workman, worthy of his hire, goes 
back to his task. Wages rise and consumer pur- 
chasing power lifts its head again. Selling below 
cost is outlawed. Competition is restored at last 
to the honest plane of quality and service— 
competition that becomes in truth once more 
“the life of trade.” And a new yardstick for 
industrial buying is measured out. 


Here at Goodrich we believe that the discerning 
buyer under ‘“‘the New Deal”~— now free from 
the compulsions of a price-market—will apply 
that yardstick with judicious care; that each 
product passing in review must rate according 
to those factors which really typify value and 
service. 
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He will inquire, for example, into— 


RESEARCH, PRODUCT DEVELOPMENT and 
DESIGN. For only by these means can new utilities 
and new economies be evolved. 


He will want to know about — 


MATERIALS, PROCESSES and CRAFTSMANSHIP. 
For no product is better than the materials of which 
it is wrought, nor better than the processes through 
which it passes, nor better than the craft and skill 
of the worker who fashions it. 


He will appraise — 


PERFORMANCE DATA and APPLICATION 
ENGINEERING. For installation service and 
achievement records are the acid test of value in 
terms of consumer-need. 


And finally, he will consider — 


DISTRIBUTING FACILITIES. Which make the 
product at all times promptly available. 


INDUSTRIAL BUYING 
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This is the yardstick of the new industrial order 
that the N.I.R.A. ushers in. Goodrich embraces 
this yardstick and seeks comparison by the 
measure it yields—confident in the knowledge 
that its products will amply justify a tradition 
of quality and service which for 63 years has 
been so jealously fostered... The B. F. Goodrich 
Rubber Company, Mechanical Rubber Goods 
Division, Akron, Ohio. 


Goodrich 


ALL IN RUBBEE 





GOODRICH MECHANICAL RUBBER GOODS INCLUDE... 
Conveyor, Elevator and Transmission Belting ... Air, Steam, Water and Suction Hose...Rubber 
Lining for Storage, Pickling and Plating Tanks, Tank-Cars, Pipe and Valves...Packing... Molded 
Rubber Products... Heels and Soles...and a Complete Line of Miscellaneous Rubber Items. 
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65,000 Copies 
going out to work for you. 


New! 264-page 
Jenkins Catalog 


This big, new Jenkins Catalog will 
be a powerful help to every man who 
sells Jenkins Valves. Valve buyers 
everywhere will have it. And they 
are bound to use it—which means 
that they will buy more Jenkins 
Valves. 


Look through this book, and you'll 
see why it is sure to be used. Here is 
more than a catalog. It is a real valve 
manual . . . a definite aid in solving 
problems about valves and valve lay- 
outs. 


This book shows that there is a su- 
perior quality Jenkins “Diamond” 
marked valve for practically any 
need in engineering, general indus- 
trial or plumbing and heating work. 
The index covers four hundred sepa- 
rate Jenkins Valves, in a great variety 
of types and patterns. Nearly 500 
illustrations are shown, including 
scores that show valve users just why 
true valve economy is attained by 
specifying “JENKINS.” 


JENKINS BROS., 80 White Street, New York, 
N. ¥.; 510 Main Street, Bridgeport, Conn.; 524 
Atlantic Avenue, Boston, Mass.; 133 North Sev- 
enth Street, Philadelphia, Pa.; 646 Washington 
Bivd., Chicago, Ull.; JENKINS BROS., Limited, 
Montreal, Canada; London, England. 
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e Trend of Supply Sales 
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INDUSTRIAL SUPPLY AND EQUIPMENT SALES FOR JULY, 1933 
100 — Average Monthly Sales, 1923—1925 


IDED by substantial gains in the North Atlantic, 
Southern, Midwestern and Pacific Coast States, 
the Sales Indicator for July reversed the usual trend and 
registered an increase over June, the reading being 58.0 
as compared with 55.0 the previous month. This figure, 
of course, represents a new high for business in our 
industry since the inauguration of the Indicator some 10 
months ago. 

While some slacking off may be expected in August 
due to uncertainty among the basic industries on code 
requirements and a natural reluctance to purchase any 
but the most urgent needs, there is every reason to be- 
lieve that the upward trend will be again resumed in the 
fall, with the signing of the basic codes late in August, 
leaving business free to concentrate on building volume 
to a more profitable level. 

It is interesting to note that reports from various 
sources indicate that-a slight profit is possible on pres- 
ent volume. It is doubful whether such a condition 
would have existed four or five years ago so perhaps 
the depression has taught us some things about econom- 
ical operation. With the signing of the code for dis- 
tributors and the elimination of the most flagrant unfair 
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trade practices, it is reasonable to suppose that even 
greater profits will result from the same volume, 

For the benefit of those distributors who have not 
availed themselves of the opportunity offered by the 
Sales Indicator to compare their sales with those of 
other distributors in their respective territories, a word 
of explanation as to the system used in compilation will 
stand repetition. Mitt Suppties has on file the average 
monthly sales during the years 1923, 1924 and 1925 of 
approximately 150 distributors. At the end of each 
month these distributors are asked to report their sales 
for that month. Using the total of the average sales 
mentioned as 100, the monthly sales are figured on a per- 
centage basis to arrive at a national and a territorial 
figure. If a house fails to report for one month, its 
1923-25 monthly average figure is, of course, removed 
from the list. 

The index presented each month is thus based on 
actual sales in dollars and not on an average of averages 
as is so often the case. 


Sales indicators for the North Atlantic, Southern, Middle 
Western, Western and Pacific Coast states will be found on 
page 39. 








The Job Ahea 


By 


JAMES A. CHANNON 
Managing Editor, 
Mill Supplies 


BIG job faces the 
A as —- The cede for distributors of industrial 
supplies has been presented to the Nat- 
ional Recovery Administration. Its labor 
provisions, with certain changes were 
approved on August 21 and a date for 
the hearing on the remainder of the code 
will soon be set. But the task of revamp- 
ing the supply industry to function un- 

der the NIRA has only started 


Washington Convention is 
to be held late this month 
for it will afford an oppor- 
tunity to get organized and 
operating in a compara- 
tively short time. 

What has the mill supply 
industry reason to expect 
from its trade associations 
under the National Indus- 
trial Recovery Act? This 
question takes on a new 
significance now that the 
trade associations have been chosen by the Government 
as the agencies best suited to effect the partnership with 
business. 

Since the first trade group was formed, some 70 years 
ago, associations have accomplished much good for 
American business. They have, however, been defi- 
nitely limited in their efforts by the stringent require- 
ments of anti-trust legislation. Every joint movement, 
no matter how bad the need for it, was scrutinized mi- 
nutely to insure the continuity of America’s chosen course 
of “rugged individualism.” This fact not only kept 
the associations from accomplishing much-to-be-desired 
results but kept thousands of concerns from becoming 
members. This latter result, of course, had a lot to 
do with limiting the accomplishments of the relatively 
small number of concerns in any industry which banded 
together. 

The “New Deal” changed all this over night. The 
primary barrier in the way of real accomplishment by 
trade associations was removed with the temporary sus- 
pension of the anti-trust laws. Association offices, 
which in the last few years had been relatively quiet, 
immediately became beehives of activity. 

From the frenzied efforts of the code committees of 
the National and Southern Supply and Machinery Dis- 
tributors’ Associations has emerged a joint code, setting 
forth a plan of operation for the mill supply industry. 
This code was submitted to the National Recovery 
Administration on August 18. Its labor provisions were 
approved by the President’s Recovery Agreement Policy 
Board on August 21, thus permitting those concerns 
who comply with these provisions to fly the Blue Eagle. 
At the time of this writing no date has been set for the 
public hearing on the remainder of the code, but since 
time is the essential element in the success of the whole 
Recovery program, it is not too soon for the industry 
to lay its plans for carrying out the code’s provisions. 
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With the convention less 
than a month away and of- 
fering as it does the oppor- 
tunity definitely to lay plans 
for real accomplishments, 
it is fitting and necessary 
that the best brains of the 
industry be drafted to work 
out a plan for bringing 
about improved conditions. 

In working out such a 
plan, the work of the asso- 
ciations may be divided in- 
to two classes, that done 
within the industry to bet- 
ter conditions and that done 
with outside factors affecting the business of the indus- 
try as a whole and each of its members. 

Some work has already been done along the latter 
line. The associations have been working with manu- 
facturers’ groups, urging a differential for the distribu- 
tor’s services which will enable him to make a legitimaté 
profit. This contact with manufacturers of industrial 
supplies will have to be maintained over the full period 
of operation of the NIRA. It is well to remember that 
provision is made in all codes to allow changes to be 
made, so that if a manufacturers’ code contains pro- 
visions derogatory to distributors’ interests it is not a 
hopeless task to effect the desired change provided 
proper proof can be given of unfair discrimination. 

Another phase of outside contact already in action 
is the promotion of the distributor’s interests with the 
buyer of industrial supplies. All merchandising author- 
ities agree that under the “New Deal” competition on 
a fair level will be intensified. If this is true, the task 
of convincing buyers of the sound logic in buying sup- 
plies from distributors will become more important than 
ever and the work now being done by the Joint Mer- 
chandising Committee in a trade extension capacity 
will have to be intensified. 

As to association work to be done within the industry, 
let us look to the proposed code for the outline of the 
plan. Article VII provides for the establishment of an 
Industrial Supply and Machinery Committee to con- 
sist of two representatives of each association. In 
general, the duties of this committee are to act as gov- 
erning, recommending and policing body for the in- 
dustry and to act as the go-between with the National 
Recovery Administration. Offhard it might seem that 
this task is a comparatively simple one but when the 
articles of unfair competition are considered, the mag- 
nitude of the industry studied and the results which 
the industry has every reason to expect from the NIRA 
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are outlined, it becomes a tremendously complicated 
one. 

Let us take the task of eliminating unfair trade prac- 
tices in the industry, for instance. Number one on the 
list under Article IX lists sales made below cost as 
an unfair trade practice. Cost is interpreted as the 
cost of merchandise delivered at a distributor’s ware- 
house plus a margin adequate to pay the distributor’s 
operating costs based on the size of the order and the 
character of the merchandise. What a large sized 
order is contained in these few words! As much as it 
has been needed, no study has been made in the industry 
on the cost of handling various lines and in only a 
few of the largest houses has consideration been given 
to the cost of handling orders of various sizes. If the 
NIRA does nothing else for this industry but force 
the making of a good cost study by lines and size of 
orders and the establishment of standardized systems 
for computing such costs, any effort which the indus- 
try can put behind the movement will be well repaid. 
There is little doubt that most of the pricing and profit 
problems of the industry are the direct result of ignor- 
ance regarding costing methods. The elimination of 
that ignorance will put dollars into the pockets of all 
men interested in the supply business. But the job is 
a big one and the committee of four men designated 
in the code will have to have the wholehearted cooper- 
ation of everyone in the industry, 

Let us go further and glance at the “policing” duties 
of the committee. Article VII reads: “Such agency 
(the committee) is also set up to cooperate with the 
Administrator in making 


Recovery Act, yet one can hardly fail to grasp tke need 
for much additional planning and organization if that 
very job is to be done. 

A good accounting firm, working with the whole- 
hearted cooperation of all distributors, can undoubtedly 
solve the “sales below cost” problem and even go so 
far as to set accounting standards in the industry which 
will forever remove most of its slipshod pricing meth- 
ods. The associations, together with their trade exten- 
sion unit, are capable of contacting factors outside of 
the industry. The Supply and Machinery Committee 
can accomplish its task of making recommendations and 
doing a “policing” job if it is properly organized. But 
none of these organizations will be able to reach the 
goals assigned if distributors throughout the country do 
not marshal their forces and build up an organization 
which will be vital and aggressive and which will set 
as an aim the bringing about of a set of conditions in 
this industry even better than those which have been out- 
lined in the code. 

Local groups must become more than mere luncheon 
clubs. The national associations must recognize the 
power of this local group idea and utilize it to the full- 
est. The executive offices of the national group must 
be manned by the most aggressive, hard-hitting, straight- 
thinking men available, 

The convention in Washington this month should not 
be just another meeting. There is real work to be 
done and that work should be shared by every execu- 
tive in the mill supply business. A trade association 
under the “New Deal” must be a group of business 

men banded together to eli- 





investigations as to the : 
functioning and observance 
of any of the provisions of 
this Code, at its own in- 


Ten Commandments of NRA 


1. Thou shalt have no other codes except this. 


minate from their industry 
those unfair practices which 
have robbed them of legit- 


stance or on the complaint 
by any person affected, and 
to report the same to the 
Administrator.” 

Think of what this 
means. It is hardly con- 
ceivable that any committee 


2. 


Thou shalt not make unto thyself any rule or code 
likeness with special privileges that are not in har- 
mony with the ideals of the Recovery Act. Thou 
shalt not stoop down beneath the established stand- 
ards of the code for our Government is a righteous 
Government and will visit punishment upon the 
heads of those who violate the ethics of the new 
deal. And will show consideration to all those who 
serve it faithfully and keep its commands. 


3. Thou shalt not speak irreverently concerning the 
of four men could possibly Government for the Government will not hold him 
taatnal _ of es blameless that findeth fault. 

po =e an industry of this 4. Remember the Sabbath Day to keep it holy. Five 

size, even if they had noth- days shalt thou labor and do all thy work. Thirty- 

ing to do but handle the five hours in seven days is allotted to man to work 

: and more thou shalt not do—thou nor thy son nor 

cases falling under the 12 thy daughter—nor thy manservant nor thy maidserv- 

subheads in the unfair com- a ~~ cattle “ mes — within 
+4 : F a or in six days was all made that was made before 

petition article. Add to this the advent of man and since have come the bless- 

the task of determining a ings of technocracy to lessen his labor and add 

cost system, the making of —— = more hours "7 — ‘ , 
mia i . 5. Honor thy Government and obey its mandates that 

varus recommendations as thy days may be long and free from “trials” in the 

conditions in the industry land of the free and the home of the brave. 

warrant them, and the nec- 6. Thou shalt not kill—competition. — 

essary work with factors 7. Thou shalt not commit—evil practices. 

Ses , 8. Thou shalt not steal—business. 

outside of the industry and 9. Thou shalt not swear falsely against thy competi- 

you have laid out a job for tors. 

four “General Johnsons.” 10. 


It is recognized that this 
code is meant to provide 
only the skeleton of an or- 
ganization to carry out the 
policies of the Industrial 


SEPTEMBER, 1933 


Thou shalt not covet thy competitor’s business, nor 
his factory, nor his private secretary, nor his sales- 
men, nor anything that is thy competitor’s. 


I. R. Rehm, President, 
Atlas Educational Film Company, 
Oak Park, Illinois. 





imate profits for so many 
years and to promote the 
interests of their industry 
in competition with others. 

The mill supply industry 
is truly at the crossroads. 
Movements of one kind or 
another have been tried 
year after year. They have 
started in a blaze of glory 
only to sputter out for one 
reason or another, A new 
opportunity — the greatest 
yet—has been presented by 
the administration to place 
our industry in an enviable 
position. This opportunity, 
too, will fade if it is not 
taken advantage of by every 
man in-the industry. Every 
man must pull together. 
because only by presenting 2 
united front can real prog- 
ress be made in an emer- 
gency of this magnitude. 
Are you prepared to assume 
your share of the thought 
and energy necessary to in- 
sure success. 








Sales Ideas I 


Have Found 


to Be Money Makers 


“I stay away from trying to sell products as commodities, having 

learned from experience that it’s far more productive to sell the 

savings to be effected through the purchase of supplies and equip- 
ment for specific uses,” says Mr. Jones 


HAT and how to sell when 
\ industrial plants are oper- 
ating at only a fraction of 
their normal capacity present real 
problems to all of us salesmen. Most 
of us have lines on which the volume 
of business has remained fairly con- 
stant, even when production has 
fallen off. There are other lines, too, 
on which we can maintain volume, if 
we remain alert to our opportunities. 
For instance, if a factory is working 
at about 40% of normal it probably 
has line shafts that are using consid- 
erably more power than is necessary 
for the work to be done. Let’s follow 
through on one case of this kind. 
The factory in question had a 10 


and a 5 horsepower motor in the By 


FRANK JONES 


Salesman, Bright and Company 
Reading, Pennsylvania 


same room. The plant engineer de- 
cided that the 10 horsepower motor 
would do all the work and by such 
an arrangement the plant would 
benefit by a reduction of the “ready to serve” charge. 
In this case, I followed through to see that the plant 
had the proper belting, pulleys, belt hooks and shafting 
necessary to make the change. The result was a worth- 
while order. 

Much of our business nowadays comes through help- 
ing the customer to think of needs. It isn’t enough to 
ask the purchasing agent if he wants some certain 
product. We like to make our own surveys, and far 
from feeling that we are overstepping our position there 
are many cases where plant men welcome constructive 
suggestions. 

I walk through a plant and see things that men con- 
tinually in the plant may overlook, not because I am a 
particularly keen observer, but because I see many plants 
and am able to make comparisons, just as can any supply 
salesman. With the men in the plant, it is often a case 
of not being able to see the forest because of the trees. 
Instead of asking if any paint is needed I make my own 
observations. I see a wall that is beginning to scale, or 
beams which are starting to rust, and point out to the 
buyer that we have paints needed for such jobs. 
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You will notice that instead of 
selling paint, I am selling what the 
paint will do for the plant, showing 
how an investment will result in an 
eventual saving for the purchaser. 
Of course diplomacy must be used 
and the idea presented in a way that 
will be acceptable to the plant man. 

Continuing through the plant I 
may see a doorway being enlarged so 
that two men can pass through at 
the same time. This is a job that has 
been needed for years but could only 
be done recently on account of the 
delay it would have caused in pro- 
duction. I pause to look over the 
job and make sure that all the neces- 
sary tools for doing the work are 
there. 

In another portion of the plant a 
belt is discovered that has always 
been the pet peeve of the plant engi- 
neer. In the past, he has bought 
double ply belting for the job, yet it continues to crack. 
The engineer is surprised to learn that the thickness of 
the belt does not have any relation to how soon it will 
start to crack and lends a ready ear to a sales story on 
belting that will answer his purpose. While we are on 
the subject of belts, I mention belt dressing and that 
leads to another sale. 

Notwithstanding the popularity of individual drives, 
there are still many cases where line shafts are most 
economical, This is true particularly in plants such as 
abattoirs which require the use of considerable hot water. 

Breweries have taken on a new interest in life of late 
and are particularly good customers for the mill supply 
salesman because they have their own steam plants and 
use a great many steam specialties. 

The selling of detergents has always been a profitable 
and steady business with us. This is one line for which 
almost every customer on our books is a prospect. In 
addition to industrial accounts we also solicit offices and 
banks on this line. 

Increased sale of detergents often follows the sug- 
gestion that the walls can be made lighter through wash- 


MILL SUPPLIES 


; 




















U 





* ee See SET 


RO eee RRR ER ea re 


_ 





————<—_ ee ger REET I EI 


Oss 


f 
M 


ing with the result that less electric current need be 
consumed for lights. This is another illustration of the 
peint I have found most helpful in selling, namely, 
talking about what the product will do for the cus- 
tomer rather than as a commodity, 

Selling is much a matter of alertness on the part of 
the salesman. How many salesmen in passing through 
a plant notice if acid or moisture is attacking the floors, 
with the thought that they have a product in stock that 
will correct the trouble? How many of us raise our 
eyes to the roof to see whether or not it is in need of 
waterproofing ? 

I am particularly interested in pipe lines and always 
recommend painting steam lines when the heating sea- 
son is ended in the Spring, as this prevents outside 
corrosion. Insulation of steam lines is also a subject 
on which we can talk in terms of money saved in heat- 
ing costs. 

Occasionally, in browsing about a plant, you will see 
that pipe lines are not properly identified and that 
painting gas, air, oil, vacuum and water pipes a dis- 
tinctive color will simplify matters for the maintenance 
men. Then, too, there is the question of whether the 
pipe used is the best for the purpose. If a plant is not 
using a pipe which will give the best service on the 
particular job, there is an opportunity not only to get 
immediate business but also to build good-will by call- 
ing attention to the fact. 

In selling pipe to a plant that has purchased some 
from us and some from other sources, I always call 
attention to the fact that by following through, and 
equipping the entire plant with one make of pipe, it will 
always be possible to place the responsibility, in case 
the pipe does not give the proper service. Ninety per 
cent of the cost of a pipe installation is in labor so there 
is very little trouble in showing a plant engineer the 
advantages of a more expensive pipe, if you can con- 





Information gathered about a plant from inspection and contact 
with men on the job is tremendously helpful. 
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Very often suggestions made by salesmen for improving the effi- 
ciency of a plant will lead to orders. Here a new crossing is 
being built over a siding. 


vince him that he will secure better service from it. 

Plant safety offers another subject which may lead 
to business. Are fire extinguishers of the sealed type, 
or may the contents be removed? In the latter event, 
a checkup may reveal that employes have removed the 
solutions as they have learned that this makes an excel- 
lent dry cleaner for hats and clothing. 

Being alert and constantly on the lookout for sales 
opportunities in your travels through the plants of cus- 
tomers and prospects, of course, is not a sure fire plan 
which will bring additional business in every case, but 
it is surprising how much it will help boost the total 
volume. Neither will a money-saving suggestion always 
click, for some plants won’t spend any money until they 
have to regardless of how strong and logical your argu- 
ments may be. Yet making practical suggestions, show- 
ing how this item or that will prove a profitable invest- 
ment for your customer, is good selling and will bring 
profitable results. The salesman who assumes the 
“What do you need today?” attitude might as well 
retire, because his “pickings” will be mighty slim. 

There is another money-saving idea in the fact that 
insurance premiums may be reduced through the instal- 
lation of a more adequate sprinkler system. An exten- 
sion of such a system will involve the sale of pipe, 
fittings, toggle bolts, expansion bolts, and possibly tools 
for the job. 

It is fatal to assume that the customer knows what 
he wants to buy. Old timers will recall that when the 
roller bearing first came out, the salesman who went 
out to sell the idea to the trade had a big fight on his 
hands. Now roller bearings are accepted. This merely 
goes to show that goods will not sell themselves, or be 
demanded by customers until the salesman has taken 
the lead and shown their advantages. If it were other- 
wise we wouldn’t have jobs. 





Use These Facts 





To Help You Sell More 
Power Hack Saw Blades 


The power saw on the left is cutting 
a round bar of steel from which 


thrust pins will be made. The saw 
on the right is cutting a billet of steel 
from which a shank is to be made. 





Wherever metal is fabricated or 
machines are made or repaired, 
there are uses for hack saw blades. 
The development of the power hack 
saw machine has reached such a 
point that it now is more economical 
for a production shop to cut its ma- 
terial with power hack saw blades 
than on a circular cold cut-off ma- 
chine or by means of a metal cutting 
band saw machine. Power hack saw 
machines are also used in mainte- 
nance departments, plumbing shops, 
steel warehouses and stock rooms. 


As a matter of fact, the power hack saw machine is probably 
the most widely used metal working tool and hence the sales 
potential on power blades is one which should command 


Y widespread interest among distributors and their salesmen 





Good Advice to Pass on to Customers 


Power hack saw machine should be checked at least 
twice a year to make sure they are in good condition. 
Use a blade that is thick enough, wide enough and 
the right length for the machine, and with the cor- 
rect number of teeth. 


. See that the blade is inserted in the machine so that 


the teeth point in the direction in which the cutting 
is done. 


. Don’t operate the machine with a loose blade for it 


will cut crooked and wear out or break more rapidly 
than a tight blade. After the first or second cut, 
tighten the blade as it will stretch. 

Run your machine at the number of strokes recom- 
mended by its maker for the kind of stock being cut. 


. Start the blade with a light feed and as soon as it 


has cut through the skin of the stock, put on as 
heavy a feed as is recommended by the manufac- 
turer. 


7. 


8. 


10. 


11. 


Use a cutting lubricant, except when cutting iron 
castings, for it will help clean out the chips from the 
kerf and save the teeth of the blade 

If a blade wears out or breaks in a cut do not put 
a new blade in the same cut as it will probably 
wedge or stick since the set on the old blade had 
worn down. 

Never run any blade after it has worn out because 
your power and labor cost per cut will be too great. 
Power saw blades should be run at not over 40 
strokes per minute if cutting dry. If a cooling lubri- 
cant is used, the speed can be increased to 100 to 
120 strokes. 

For maximum efficiency, increase pressure as the 
saw dulls, thus assuring a cutting rather than rub- 
ing action. 

The heavier the stock, the more pressure it is neces- 
Sary to use. 
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How to Use Hack Saw Blades 


In starting a cut, avoid starting on corners. 


If a cut must be started on a corner, a very light, steady 
stroke must be used until the teeth have cut through the 
sharp corner and are in the wider area. 


Avoid short, jerky cutting strokes. 


In cutting sheet metal, the blade should be applied at an 
angle to engage as many teeth as possible. Do not let the 
teeth straddle the sheet metal as this will rip them out in a 
single stroke. 


A long steady downward stroke will enable an operator to 
cut faster, cleaner and with far greater blade life. 


Be sure the blade is tight enough in the frame to hold it 
straight and taut. Avoid too much tension, however, for 
that will break the blade at the pinholes, especially if the 
saw is cramped or twisted. 


On a draw-cut machine, teeth should point away from the 
operator, on a push-cut, toward the operator. 


Too much weight on a new saw will destroy it quickly, 
while insufficient pressure will allow the saw to slip or slide 


At least two teeth should be engaged in the thinnest section 
of the material cut to prevent ripping. If teeth can straddle 
the thinnest section, they will catch the work and rip out. If 
the material is too thin for the finest pitch made, the mate- 
rial must be cut with a very easy stroke and with very little 


In cutting 
large sections of soft material with a power blade, a 4- to 
As soft material is easier to 
cut, the blade digs in more readily. Therefore, a coarser 
tooth blade will take a larger chip, allow more chip space 
in the teeth, cut freer and easier and carry the chips out of 
If a fine tooth blade is used for cutting 
soft materials, the teeth will clog with chips, making the 


The harder or tougher the material to be cut, the slower 


8. 
without cutting, thus dulling the teeth rapidly. 
9. 
pressure. 
10. The larger the area cut, the coarser the tooth. 
6-tooth blade should be used. 
the cutting area. 
cutting difficult and usually breaking the teeth. 
a 
the cutting stroke. 
12. 


The heavier the stock, the more pressure it is necessary to 
use. 
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The Market for Power Hack Saw Blades 











INDUSTRIES |AIlB INDUSTRIES 
Steam Railroads le Sugar Mills 
Electric Railways |\@ Canning & Preserving 
Marine s Dairies, Ice Cream & Cheese 
Aviation ® Beverages 
Electric Light & Power Plants |@ Smelting & Refining 
Gas Plants | & Blast Furnaces 
Water Works & Filtration | e@ Machine Shops 
State, City & County Inst. | t Foundries 
Government Institutions } * Mechanical Machinery 
Highway Depts. | @| Electrical Mach, & Eqpt. 
River, Harbor & Canal Comm. | oe Automotive 
Quarries * Shipbuilding & Dry Docks 7, 
Coal Mines ie Brass, Bronze & Copper Working 
Metal Mines ie Railroad Repair Shops 
Misc. Mines a Forge Shops _ : 
Petroleum & Gas Wells 7 Stamping & Enameling 
General Construction | ® Cotton Manufactures 
Electrical ” | e Knit Goods 
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Th’s diagram illustrates clearly the right and 

wrong way to start a cut. As is indicated here, 

it is good shop practice, wherever possible, to 
avoid starting a cut on corners. 








High speed steel machine hack saw blade 

cutting six-inch steel tubing in the Phil- 

adelphia plant of the United States 
Metallic Packing Company. 


_ 
. 
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High speed steel machine hack saw blade cutting steel forging 





Power Blade Applications 


1. Tungsten alloy light power machine blades 
with 14 teeth per inch are recommended for 
cutting iron pipe, bronze, copper and 
wrought iron. For cutting copper tubing, 
thin metals and light angle iron, use a blade 
with 18 teeth per inch. 


2. Tungsten alloy heavy power machine blades 
have a wide application. For cutting large, 
solid stock and heavy cast iron, use a blade 
with 4 teeth per inch; for cutting machinery 
steel, soft steel and solid stock, use a blade 
with 6 teeth per inch; for cutting iron pipe, 
steel rails, heavy angle iron, bronze, brass 
and tool steel, use a blade with 10 teeth per 
inch; for cutting steel tubing, light angle 
iron and hard material, use a blade with 14 
teeth per inch. 


3. High speed steel power blades are used 
primarily for production work in which time 
saving is an important factor. They are 
especially efficient in the hands of skilled 
sawyers for cutting nickel steels of any de- 
scription. This type of blade is very tough, 
resists heat and wear and therefore can be 
used at a faster stroke for cutting tough 


but machinable materials. 


six inches square in the Lynn, Massachusetts, plant of the General 
Electric Company. 


Sales Pointers 


Efficient and economic use of 
hack saw blades is largely de- 
pendent upon the selection of 
the correct number of teeth per 
inch and the operation at prop- 
er speeds. 

Don’t be afraid to recommend 
a wider or heavier blade when 
necessary. Your customer will 
not save money by purchasing 
too light a blade just because 
the price is lower. 

Sell quality blades and you will 
build an insurmountable barrier 
against cut-price competition. 
Make sure your customer is 
using a first-class frame or ma- 
chine and be certain it is work- 
ing properly. 

When a customer complains 
about the service he is getting 
on his blades, in most cases, it is 
not because of defective blades, 
but rather a wrong operating 
condition. In cases of com- 
plaint, find out the kind of stock 
being cut when the blade failed, 
the kind of machine or frame 
used, the number of strokes per 
minute the blade was running, 
the kind of lubricating com- 
pound used and how much feed 
was used and you most likely 
will find out the trouble. 











1. Rounded Teeth. 


. Teeth Ripping. 


The Result and Correction of Misuse 


Premature wear or rounding of teeth is usually 
caused by too much speed. For cutting nickel or any non-corrosive 
steels with tungsten alloy power blades reduce the speed to 40 to 50 
strokes per minute. With high speed steel and special alloy power 
blades reduce the speed to 90 to 100 strokes per minute. Other things 
to check for premature wear include the feed being applied, the teeth 
of the blade used, belt slippage, raising of saw frame on non-cutting 
stroke, teeth of blade in frame pointing in right direction, cutting 
compound used, nature of stock being cut, amount of power used to 
operate the machine, condition of machine or frame, and the direc- 
tion in which the machine is being operated. 


This is caused principally by too coarse a tooth 
when cutting thin material or too fine a tooth for cutting soft mate- 
rial. The former is most generally true. 


. Breaking the Blade at the Pinhole. The usual cause of this trouble 


is drawing the blade too tight in the frame or by twisting the blade 
when cutting. The blade should be drawn sufficiently tight to hold 
it straight and prevent it from twisting or buckling with a straight 
steady stroke. 


. Blades Cutting Crooked. This is invariably due to the fact that the 


blade has struck a hard spot on one side wearing the set prematurely. 
In power machines, if the frame holding the blade is badly worn in 
the slide or is not in line with the vise the blade will not cut straight. 
Crooked cutting may also be caused by blade not being tightened 
properly in frame, failure to hold stock tight and square in the vise, 
use of too heavy a feed, or blades being run after cutting edge or 
set is worn out. 


. Blades Snapping and Breaking. If the blade is not worn out, break- 


ing can be caused by dropping the blade on the material at the start 
of the cut, insufficient tension in the blade to hold it steady and 
straight or material cut jamming against the blade as the cut ts fin- 
ished. Premature breakage may also be caused by using a blade 
with too few teeth per inch for the stock being cut, starting the cut 
on a sharp corner, dropping blade into the cut with a jar, starting a 
new blade in a cut that was unfinished by a worn out blade, too heavy 
pressure applied in cutting a small surface, or a side strain on the 
blade. 
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On to Washington 


ITH the enactment of 
the National Industrial 
Recovery Act, trade as- 


sociations became more neces- 
sary than ever to the welfare 
of industry. The Government 
is counting strongly upon the 
cooperation of associations in 
making its “New Deal” effec- 
tive. In the supply industry 
the National, Southern and 
American Associations have 
lost no time in making known 
their desire to cooperate in 
every way possible. A code of 
fair trade for distributors has 
been drawn up by the National 
and Southern and is now in the 
hands of the N R A. Every 
effort is being made to secure 
an early hearing on this code 
so that the industry may begin 
operating under its provisions 
at an early date. 

It is fitting, of course, that the Triple Convention, 
which will be held in Washington late this month, will 
have as its keynote a discussion of the National Indus- 
trial Recovery Act and its effect upon the supply indus- 
try. Every distributor will be affected by this Act and 
the Convention will afford an unusual opportunity to 
learn first-hand the key to progress under the “New 
Deal.” 

As Alvin Smith, secretary, Southern Supply and Ma- 
chinery Distributors’ Association, says: “The Act is 
really a ‘peaceable revolution’ with its success dependent 
upon the wholehearted cooperation of industry. It is 
incumbent upon industry, now that the Government has 
practically taken over control, so to conduct its business 
the next two years, that the stigma behind it will be com- 
pletely wiped out. Business men must show the ability 
to conduct their affairs fairly and profitably, putting 
behind them forever unethical business practices and 
jungle methods of competition.” 

In connection with the N I R A, efforts are being 
made to secure President Roosevelt as the principal 
speaker to discuss the subject of “Codes and Their Re- 
lation to Business.” If it is not possible to secure the 
President, an effort will be made to have General John- 
son discuss the same subject. Plans are also under way 
to secure other nationally known authorities to talk on 
the subjects of “Selling Below Cost” and “The Enforce- 
ment of Codes of Fair Competition.” 

Another subject of outstanding importance confront- 
ing the Washington meeting has to do with manufac- 
turer-distributor relationship. In the words of Alvin 
Smith, “there are still many manufacturers who expect 
distributors to sell their products on margins as low as 


SEPTEMBER, 1933 


Keynote of the triple con- 
vention to be held at the 
Wardman Park Hotel, 
Washington, September 
25, 26 and 27 is to be the 
NIRA and its effect 
upon the supply industry. 
Because of the importance 
of this year’s meeting every 
industrial distributor 


should be represented 


10%. There are also some man- 
ufacturers who still believe it 
proper to sell users at the same 
or lower prices than they sell 
distributors.” 

“On the other hand, many 
manufacturers complain that a 
large part of their distribution 
troubles are caused by dis- 
tributors knifing one another, 

“The Washington Conven- 
tion should offer a real oppor- 
tunity to straighten out these 
misunderstandings through 
group-by-industry meetings and 
get started right under the 
‘New Deal’.” 

In addition to the foregoing, 
the Joint Merchandising Com- 
mittee will have a prominent 
place on the Convention pro- 
gram. Its session is tentatively 
set for September 26. 

Highlights of this convention 
feature, which will be conducted by W. E. Cain, execu- 
tive secretary, include an address by a representative of 
NRA on “The Effects of Industrial Control on Industrial 
Distributors ;” a report on changing purchasing meth- 
ods, based on a nation-wide survey among purchasing 
agents ; the results of a survey which outlines the oppor- 
tunity afforded distributors to acquire more of the avail- 
able business; a report based on actual case studies 
which shows the waste resulting when plants carry their 
own industrial supply stocks, and a presentation of facts 
concerning the campaign now in progress to divert busi- 
ness from direct sellers to distributors. 


HE Joint Merchandising Committee program was 

originally conceived with the idea of strengthening 
the distributor’s position in our economic system. Prog- 
ress has been made in one of the worst business periods 
in history. Now, with business definitely looking up, the 
opportunity for the Joint Merchandising Committee to 
go forward with its constructive job is greater than it 
ever has been. 

With a program of unusual interest assured, Alvin 
Smith writes that “the meeting should be the largest in 
the history of this industry. Those manufacturers or 
distributors who do not attend will regret it in the days 
to come.” 

Those who plan to attend the Convention can secure 
railroad certificates from any of the three secretaries, 
R. K. Hanson, American Association, Alvin Smith, 
Southern Association and George A, Fernley, National 
Association. These certificates will entitle you to a sub- 
stantial reduction in railroad fare from your city to 
Washington and return. 
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Efficient Plant Management 


Empbasizes 


Distributors’ Importance 


By J. M. HIGHDUCHECK 


Supervisor Cutting Tools and Applications, 


Westinghouse Electric & Manufacturing Company 


Up-to-date purchasing and storekeeping methods emphasize the 
economic value of stock turnover. Westinghouse, one of the country’s 
largest manufacturers, is not too big to buy from the distributor. 
The quick picture given here of the methods employed in its pur- 
chasing and stocking departments will be of value to the salesman 
who is calling on large plants with direct - buying tendencies 


HE steady advance in the art 
of buying has been a determin- 
ing factor in developing scien- 
tific salesmanship. It is no longer 
possible for a salesman to walk into 
a modern purchasing office and carry 
away an order on the strength of a 
few persuasive arguments and state- 
merits regarding his goods. Today, 
the buyer in most cases has access to 
inspection reports, laboratory analy- 
ses and physical tests to guide him. 
He has records of various forms 
of tests which the goods have been 
put through, and in most cases 
knows the quantities consumed, and 
the probable future needs. Under 
these conditions, the advantage is 
with the buyer—he is able to obtain 
good prices, quality, and service. 
There are thousands of manufac- 
turers who have some local distribu- 
tor supply their needs as required, 
some times almost day-to-day, on 
such items as files, drills, emery 
paper, grinding wheels, and so on, 
which can be delivered at once. The 
local distributor carries the stock for 
them and while this service costs a 
little more, it still costs less than buy- 
ing large stocks even under the best 
managed systems of anticipation of 
manufacturing needs. 
The industrial distributor in to- 
day’s business field plays an impor- 
tant part. He is expected to carry 
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adequate stock, know the perform- 
ances of his products, and provide 
the kind of service which will make 
factory shutdowns a rare, if not an 
impossible occurrence, and at the 
same time keep the plant engineers 
and his organization informed of 
new developments which may bring 
about operating economies. In our 
own plants there are almost daily 
instances where the nearby ware- 
houses and prompt service of the in- 
dustrial distributor have avoided a 
breakdown and helped us to operate 
on a minimum maintenance inven- 
tory. When we buy from the supply 
house, we are conscious of a double 


guarantee—that of the distributor 


and the manufacturer. In addition, 
the distributor has more at stake 
than the one item he is trying to sell 
on one occasion. He cannot afford to 
force the sale because it may cause 
him to lose all of the other business 
he is getting. 

During the last few years we have 
reduced our maintenance inventories 
by purchasing more items from the 
distributor. As a result, we have not 
only been able to use the extra ware- 
house space for productive purposes, 
but we have effected a saving in 
stock depreciation, obsolescence, and 
also on handling and distribution, 
clerical costs, interest on investment, 
and so on. 

We, like most large manufacturers, 
require many products which are 
normally carried in a supply house, 
such as tool steel, drills, reamers, 
lubricants, paints, bolts and nuts, 
drums, brushes, water hose, soaps, 
and so on. In fact, the number of 
supply items which are essential to 
the proper functioning of any indus- 
trial plant is truly amazing. A sur- 
vey which tabulates them cannot fail 
.to convince the plant engineer of the 
real need for a close relationship with 
a local supply house. Furthermore, 
if such a survey is made by indus- 
trial distributors, they will not only 
be convinced of the huge potential 
market available in their trade terri- 
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tory, but it will point out the products 
on which it will pay to specialize. 
Keeping a large industrial organ- 
ization supplied with the many arti- 
cles which go into the make-up of a 
finished product is a problem, both 
for the distributor and the user. Not 
many years ago the eyes of every 
executive were centered on the prob- 
lem of increasing production to meet 
the demand. Today, quantity produc- 
tion problems have changed to prob- 
lems of cutting the manufacturing 
cost per piece despite a diminished 
volume of production. As the result 
of this condition, buying and store- 
keeping today receive endless atten- 
tion. Buying methods which several 
years ago were considered satisfac- 
tory, today are carefully analyzed. 
At one time, buying methods allowed 
for the ‘stocking of three to six 
months’ supply. Today, progressive 
manufacturers depend upon the dis- 





Paint and varnish storehouse. 


tributor and order only the maximum 
amount as set by the 
committee. 


standards 
Storekeepers who for- 
merly ordered fifty pieces now order 
five. Storerooms are being carefully 
checked for iaactive materials and, 
where possible, these materials are 
being substituted into the make-up of 
products by slight changes on the 
article. In general, conditions today 
are bringing about better understand- 
ing between the shop, buyer and the 
distributor which, in the long run, 
will prove economical to all con- 
cerned. For example, we used to 
purchase grinding wheels direct from 
the manufacturer. This proved costly 
because we often had to carry an 
over-stock in order to avoid produc- 
tion delays. Now we buy from the 
local supply house as-we-need, with 
the result that we are carrying only 
about one-tenth of the stock which 
we formerly carried. 

Of course, in a company the size 
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A storeroom equipped with machin- 
ery to cut materials up in lengths 
as specified on the order. 


of Westinghouse, it is important that 
we test all new items. We have a 
complete testing department for this 
purpose. At the first presentation of 
a new product by the distributor, the 
buyer inspects and discusses the mer- 
its of the article with him. If the 
article is highly technical in design, 
the buyer further requests the pres- 
ence of both the supervisors of sup- 
plies and tests, and together they 
discuss the product. If it then ap- 
pears to have qualities superior to 
the product in use, it is immediately 
purchased on approval and actual 
test is begun. 

A test number is assigned to each 
article at the beginning of its test 
and all data and correspondence rela- 
tive to the article are given a similar 
number. This eliminates any chance 
of reports on different articles be- 
coming exchanged or mixed. A large 
chart known as the “Progress Re- 
port” for incomplete investigations 
is maintained by the test division. 
This chart contains a record of the 
location and status of incomplete 
tests at all times. In addition, it 
carries complete data for each test. 
Upon being received from the pur- 
chasing department, the tool or ar- 
ticle to be tested is segregated into 
15, 30, 60-day and life test groups. 





Pipe storage 
arms which are conveniently used 
when abnormal supply is received. 


showing extension 


Past experiences with standard tests 
enables a fairly close time limit to 
be established for each. 

All data from the various depart- 
ments that have completed their tests 
are forwarded immediately to the 
test division. Detailed reports are 
then compiled and entered in one 
final report, including proper recom- 
mendations, and returned to the su- 
pervisor of supplies who is located 
at the purchasing department. It is 
then placed in the approval list, per- 
mitting the buyer to purchase tested 
products without fear. 

At the time the buyer is requested 
to purchase a new product for test 
purposes, he is also informed of the 
manufacturing needs in the event 
that the item is approved. This in- 
cludes the minimum quantity which 
can be kept in the storeroom without 
endangering the suspension of fac- 
tory operations and the maximum 





Storing high speed steel bar stock. 


amount which can be purchased most 
economically, The buyer then con- 
tracts with the distributor for a cer- 
tain amount either in weight, num- 
ber, or value per piece, for a period, 
say, of three months. The distribu- 
tor is assured a certain flow of busi- 
ness, and he in turn is able to pur- 
chase accordingly. 

To obtain the greatest benefits 
from any form of wealth it must be 
kept in a state of activity, and if a 
supply in unbroken continuity could 
be secured of all goods, articles and 
materials required by the operations 
of business, little or no storing would 
be necessary and an ideal condition 
would exist. Owing to irregularity 
in the output of commodities and 
manufactured articles, and to the 
fact that they are used or consumed 
in localities at varying distances from 
the point of origin, with the attend- 
ant uncertainties and delays in trans- 
portation, it becomes necessary to 
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Metal working machinery 

Woodworking machinery 

Conveyors 

Chain and electric hoists 

Trucks and truck casters 

Fire prevention equipment 

Safety equipment 

Air compressors 

Portable electric tools 

Speed reducers and gears 

Chain belt drives 

V-belt drives 

Leather and rubber 
belting 

Shafting, hangers and 
pulleys 

Bearing bronze 

Pillow blocks 

Wheelbarrows 

Picks and shovels 

Nails 

Box strapping 

Hand trucks 

Blow torches 


Drills 

Reamers 

Hand and band saw 
blades 

Pipe fittings 

Boiler compound 

Paint and painter 
supplies 

Waste and wiping rags 

Grease and lubricating 
oils 

Cutting oils 

Brooms and brushes 

Cans 

Soaps 

Asbestos 

Welding wire 

Stationery supplies 

Insulating materials 

Emery paper 

Cotter pins 

Washers 

Lumber 

Foundry supplies 

Precision instruments 


What Westinghouse Buys from Distributors 


Dies 

Circular saws 

Milling and hobbing 
cutters 

Key seating and 
grooving tools 

Tool steels 

Tungsten carbide tool 

Saws 

Hammers 

Wrenches 

Vises 

Precision instrument 

Laboratory instruments 

Gauges 

Pumps 

Canvas 

Mica 

Valves and steam 
supplies 

Chain and wire rope 

Packing 

Hose 

Picks and shovels 

Ladders 


Stencils and supplies Taps 





Bolts and nuts 








accumulate stocks of material. These 
stocks may be held where produced 
or at or near the point of consump- 
tion. Having these stocks available 
facilitates the distribution of articles 
in daily demand and enables com- 
mercial operations and manufactur- 
ing to be carried on without undue 
delays and interruptions. Another 
object in storing goods by a distribu- 
tor is that it is generally possible to 
purchase them when they are needed 
for immediate consumption. 

All articles and material which we 
receive must pass some kind of in- 
spection. Some forms of inspection 
need be only very casual; that is, 
one can tell at a glance whether the 
material ordered is all right. Other 
materials need very careful examina- 
tion—measuring, gaging, or simple 
testing. Still other materials may 
have to be rigidly tested with some 
physical testing machine, or may 
have to pass a chemical analysis. 

Efficient storekeeping is of para- 


mount importance in order to obtain 
the greatest benefits from capital in- 
vestment. If materials are allowed 
to lie around or larger quantities are 
purchased than are needed, improper 
storage or a poor recording system 
is in effect. It is only a matter of 
time, until such conditions will eat 
up profits and lead to confusion and 
inaccuracies. Probably the most com- 
mon form of carelessness is that of 
permitting received materials to lie 
around before placing them into the 
location assigned to them. The most 
important rule we follow is to have 
a bin or rack for everything. All 
shelves, racks, and bins are num- 
bered. In addition, we have a card 
holder on each, bearing the identifica- 
tion of the material. 

The most interesting angle of good 
storekeeping is knowing what and 
how much to carry in stock. Shop 
foremen as well as production men 
have a tendency to request one thing 
or another, mostly on the strength of 





Recommendations to Distributors: 


Carry adequate stocks. 


Know the performance of your products. 

Provide the kind of service which will make factory 
shutdowns a rare, if not impossible, occurrence. 

Keep the buyer, the plant engineer and his organiza- 
tion informed of new developments. 


Study the needs of the industrial plants in your trade 
territory and specialize accordingly. 
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snap judgment and present activity. 
As a rule they seldom ask themselves 
this question — Will the apparatus 
continue in production, or will it be 
changed? To avoid any such grief, 
we have a set-up in which the ap- 
proval of items to be carried in stock 
passes through several hands before 
it is stocked. The request to stock 
an item must come from some de- 
partment in the shop, stating the 
reasons for carrying it. After the 
investigation is made by the super- 
visor of applications of materials, 
the request is then forwarded to the 
standard engineer who will have a 
sufficient number of copies prepared 
for signatures and distribution, au- 
thorizing the item to be purchased, 
in line with one of the following 
classifications : 


“A”—Standard—Carried in stock 
and used by any department or 
works, 

“B”—Carried in stock for old design 
or for specific application after 
first approval. 

“C”—To be ordered for specific ap- 
plication or for specific orders for 
old designs NOT carried in stock. 
Specific applications require ap- 
proval form for first order. How- 
ever, they may be ordered without 
the approval form for subsequent 
orders. Specific orders for old 
designs should be referred to the 
engineer for possible substitute. If 
no substitute is available, the ma- 
terial may be ordered without the 
approval form. 

“T)”—Superseded by another size— 
never to be reordered. 

“E”—Will not be ordered without 
approval form for each order, and 
the material is not to be carried 
in stock, 


By having a proposed item care- 
fully classified and authorized by 
more than one department head, we 
avoid all the grief and expense of 
trying to dispose of items which we 
should never have purchased in the 
first place. 

If I were to outline the most im- 
portant steps for lowering storekeep- 
ing costs, I would list them in the 
following order: Let your local dis- 
tributor carry your supply stocks; 
check your storeroom for inactive 
materials, and where possible, sub- 
stitute them into the make-up of 
products or the maintenance of equip- 
ment; test a new item for not less 
than 15 days (Continued on page 65) 
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OUR DISTRIBUTORS ARE NOT OUR CUSTOMERS— 
THEY ARE OUR PARTNERS 


An Explanation of *Stock Control and *Competing Lines 


Points 7 and 8in Osborn’s Partnership Policy with Distributors 


Stock Control 


The Osborn “Partnership” 
Policy makes it easier fora 
Distributor to maintain a 


well-balanced brush stock, 
secure faster turnover and 
inerease the annual return on 


his mvestment. 


There can be no set rule to 


follow in setting up stock 
control due to the wide dif 
ferences in territorial condi 


Liolis. Stock control is rather 


a question of co-operation 
between manufacturer and 
distributor and is most suc 
cessful when the relationship 
between the two principals 


is on the partnership basis. 


( shorn CxXxer(ts every possible 
effort to co Operate W ith lis 


tributors who reco@1ize thr 


WMportance of mecting their 


eustomers’ brush needs 


promptly and eflictently. 


THE 10 POINTS 


in Osborn’s Partnership 
Policy with Distributors 
Note: An explanation of 
each of the following points 
are appearing in consecu- 
tive issues of “Brush News.” 
. Method of Distribution. 
. Direct Sales. 
. Distributor Protection. 
. Resale Prices. 
. Sales Co-operation. 
. Advertising Co-operation. 
. Stock Control. 
. Competing Lines. 


. Product Research 
Development. 


. Product Guarantee. 


and 


WE 00 OWR PART 


| JHE OS80RN MANUFACTURING COMPANY 


5401 Hamilton Avenue - Cleveland, Ohio 
Sales Offices: 


New York - Detroit - Chicago - San Francisco 





Competing Lines 
The 


Pohey with Distributors in 


Osborn “Partnership” 


cludes the expectation that 
Osborn Brushes will be sold 


Whenever the customer's 


needs can be satisticd by the 


right seleetion from. the 


(Osborn line, 


| however, in those 


rare in 


stances where the Osborn 


line does not blanket a 


customer's requirements, 
()sborn reeognizes the right 
of the Dastributor to seek the 
brush his 


tvpe of customer 


requires, 
Ikvery poimt im Osborn’ s 
Part hership Policy 1s 
planned to help “Brush Con 
scious” Daistributors main 


tam the Iigh standard ot 


Osborn brush Service ta 


Industrial U 


SCTSs., 








PRODUCTION BRUSHES 
FOR ALL REQUIREMENTS 





ZOSBORES 


The Mark of Better Brush Service 


MAINTENANCE BRUSHES 
FOR ALL REQUIREMENTS 
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More Information about Osborn Brushes 


jor the Distributor’s Salesman 





TAMPICO FIBRE SECTIONS and WHEELS 


Osborn Tampico Fibre Sections and Wheels are illustrated and 
explained in this issue of “Brush News.” Tampico fibre, as every 
“brush conscious” salesman knows, comes from the leaf of the Century 
Plant—a species of cactus that grows in Mexico. 


The medium grade of White Vampico Fibre (called “B” standard) is 
regularly used in Osborn Tampico Sections and Wheels. Finer or 


coarser grades of White or Gray Tampico can be furnished if desired. 


\ recent development in the Osborn line is the Improved Monarch 
Tampico Section illustrated below. 


The Improved Monarch Tampico Section 








MAXIMUM 
DENSITY 
OF FACE 

The design and 

construction of 

the Improved 

Monarch Sec- 

tion permits ex- 

ceptionally 
heavy filling of 

Tampico fibre. 








RUGGED 
CONSTRUCTION 
The Tampico 
fibre is locked in 
a vise-like grip 
between two 
steel face plates. 























IDEAL FOR 
WET WORK 


The Improved 
Monarch Tam- 
pico Section has 
no wooden parts 
to check or split 
and therefore is 
very satisfac- 
tory for wet 
work. 














A COMPLETE 
WHEEL 
The Improved 
Monarch Tam- 
pico Section is a 
complete wheel, 
made for use 
without hubs. 
This Section 
can be used in- 
dividually or a 
number of sec- 
tions can be 
used to build up 
a required width 

of face. 
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The 
Interlocking 
Hub 


The Triumph Tampico Section 


Osborn Triumph Tampico Sections 
are furnished with or without the 
interlocking hub. The chief advan- 
tage of the interlocking hub is that 
it can be refilled with new sections 
when desired. The required size of 
arbor hole is bored into the hub 
plates to mect the specific condi- 


tions. 





el Triumph Tampico Wheel 


The above view illustrates a Tri- 
umph Tampico Wheel) made by 
assembling a number of Sections 
in the interlocking hub. In general, 
this method is) recommended for 
conditions where refilling the in- 
terlocking hub effects the desired 
economy. There are no wooden 
parts to check or split which makes 
this wheel very satisfactory for wet 


work. 


lo build up a wider brush face 
than is permitted by the interlock- 
ing hub, the required number of 
Priumph ‘Tampico Sections can be 
mounted directly on a large diam- 
eter shaft or arbor. (See ahastra 


} 
lol above, ) 








The linproved Monarch Tampico 
Section 


The Improved) Monarch Tampico 
Section is a complete wheel, made 
for use without hub. 


Two steel face plates lock the fibre 
in a vise-like grip. There are no 
wooden parts to check or split 
which makes this Section very sat- 


isfactory for wet work. 





The above view illustrates an indi 
vidual Improved Monarch Section 
mounted on a shaft. The fact that 
each Monarch Section is a complete 
wheel allows the greatest conven 
ience in using an individual section 
where a narrow brush face is. re 
quired or a number of sections 


where a wide brush face is required, 


The view below illustrates sev 
eral Improved) Monarch Sections 
mounted together to build up a 


required width of face. 


Monarch Sections are particularly 
useful where a complete wheel will 
not meet the requirements for width 
of face and where the diameter of 
shaft is too small to use the 


“Triumph” type of Section. 





Lhe Solid-Triumph Tampico Wheel 


The Solid-Triumph Tampico Wheel 
is a complete unt built up of Tri- 
umph Tampico Fibre Sections as 
sembled on a thoroughly seasoned 
hardwood hub, which cannot be re- 
filled, Hub is bored to the required 
arbor hole size. 





The “Knot-Type" Tampico Wheel 


The “Wnot-Type” Tampico Wheel 
is another type of complete unit 
wheel. ach tuft of fibre is stapled 
into a hole in the thoroughly sea 
soned, solid hardwood hub so that 
each tuft is fastened independently 
of every other tuft. [lub is bored 


to required arbor hole size. 





Hood Tlub, Wire Drawn, Mine 
I] We I] heel 


Platers and various metal finishers 
requiring wheel brushes made of 
very fine wire usually prefer this 
type. 

Very fine brass or. steel wire 4 


used, ep neling Upon requirement 
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BUFFALO. NY 
August 21, 1933 


PLEASE MARK REF 


The Osborn Manufacturing Co. 
5401 Hamilton Ave- 
Cleveland, On10 


Gentlemen: Attention: mr. C. W. Titgemeyer, V.P- 


Your 10-Point partnership Policy is not 4 New Deal 
between the Osborn Co- and the Distributor; we have had 
the benefit of these points in operation ever since we 
ada2d on your line. The Osborn Co. gives real assistance 
to the Distributor. 


Your Stock Control Policy makes it easier to main- 
tain a well balanced Brush Stock, secure 4 faste 
over, and increase the annual return on our investment. 


Your 10-Point partnership Policy, reletive to 
competing lines, is also very fair; it includes the 
expectation that Osborn Brushes will be sold when 
customer's needs can be satisfied from the Osborn line- 
However, in those rare instances where tae Osborn line does 
not blanket the customer's requirements, Osborn recognizes 
the right of the Distributor to seek the type of brush his 
sustomer requires. 


Yours very truly » 
Beals, McCarthy & Rogers» Inc. 


General Sales Manager 
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The Distributor Enables Us to 


Keep Inventories At a Minimum 


By 
T. G. Lee 


President, 


Armour and Company 


OTHING is so permanent as change; 
change in processes, change in meth- 
ods, change in machinery. In order to 
meet changes efficiently and successfully, it is 
necessary to be able to adapt materials to new 
uses and conditions on short notice. Hence 
the right size stocks are essential to the suc- 
cessful conduct of any business. By “right 
size,” I mean the maintenance of minimum 
inventories so that if it seems desirable to 
make a change, it can be done equitably. 
Take plant maintenance supplies for ex- 
ample. When it becomes advisable to replace 
a machine, it is good management not to have 
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a heavy stock of costly repair parts on hand. 
It is an established Armour policy that quick 
turnover should apply to plant maintenance 
supplies as well as to raw materials and fin- 
ished products. 

Therefore, in order to reduce manufactur- 
ing and packaging costs, we try to keep our 
maintenance inventories down to a minimum 
commensurate, of course, with efficient pro- 
duction. Industrial distributors, with their 
ready warehouses and prompt service make 
it possible to operate on small maintenance 
inventories without jeopardizing continuity 
of operation. 
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Our Industry’s Code 


N August 18, the code of fair com- 
petition for distributors of industrial 
supplies and machinery was filed 

with the National Recovery Administration 
by the National and Southern Associations. 
The labor provisions have already been ap- 
proved, while action will be taken on the 
remainder of the code soon after a public 
hearing which has not yet been set. 

The labor provisions, which now have 
the approval of the Administration, set a 
40-hour week for employees other than fac- 
tory or mechanical workers, artisans, watch- 
men or outside salesmen, and a 48-hour 
week for delivery men and maintenance em- 
ployees. Provision is made, however, for 
employees to work a 48-hour week during 
inventory or other peak periods, the total 
time not to exceed three weeks in each six 
months’ period. It is further stated that 
the hours of any store or service operation 
may not be reduced to below 52 hours in 
any week unless such hours were less than 
that before July 1, 1933, and in the latter 
case such hours are not to be reduced at all. 

In regard to wages, no employee is to be 
paid less than $14 per week in the North 
in cities of more than 500,000 population, 
$13.50 per week in cities between 250,000 
and 500,000 or in the immediate trade area 
of such cities, and $13 per week in cities 
or the trade area between 2,500 and 250, 
000. In the South, the minimum rate of 
pay runs $13 in cities of over 500,000, 
$12.50 in cities and the trade area of cities 
from 250,000 to 500,000, and $12 weekly 
in cities or the trade area from 2,500 to 
250,000. The minimum wage in towns 
under 2,500 is $11. 


It is further stated that employees be- 
tween 16 and 18 years of age with experi- 
ence of less than 6 months shall be paid not 
less than $2 per week less than the above 
rates and in no case less than $11 per week. 
Apprentice rates are to be not less than $1 
per week less than established minimums 
and at least $11 per week. The period of 
apprenticeship is limited to 6 months and 
not more than 50% of the total number of 
employees are to be apprentices. 

The ‘provisions set forth here are to be 
substituted for those appearing in the Presi- 
dent’s blanket code and distributors are 
urged to sign the agreement and begin op- 
erating under it immediately. 

Other important provisions of the code, 
which is now in Washington and which 
will soon be up for discussion, include the 
setting up of a Machinery and Industrial 
Supply Committee to cooperate with the 
Administrator as a planning and fair prac- 
tice agency and the listing of practices 
which will be considered unfair competition. 

We cannot urge too strongly that dis- 
tributors study carefully the entire code 
which appeared in Mitt Suppuies last 
month because if there are any suggestions 
to be made, the time to make them is now 
before the code has been approved. 

The Associations will welcome your views 
because they are fully aware of the fact that 
it is only through a free interchange of 
ideas and experiences that a code which is 
in the best interests of the industry as a 
whole can be arrived at. Once a code has 
been adopted, you will have to conform to it, 
so why not have a hand in formulating it? 


A 


Uniform Cost Accounti ng 
NDER the National Industrial Recov- 


ery Act selling merchandise below 
cost is to be prohibited. No dis 
tributor should object to such a measure be- 
cause, after all, the successful operation of 
any business is predicated upon the making 
of a profit. 
“But what is cost?” you may ask. With 
one distributor it may be a certain figure, 
with another an entirely different figure. 
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The discrepancies lie, in many instances, in 
the way in which individual houses arrive 
at their cost of sales. Overhead expenses 
vary as much as 25% with different houses. 
Where one distributor will charge 1% to 
office salaries another will allocate 7%. The 
same thing is true with other items of over- 
head expense. At the moment there is no 
uniformity in this industry so far as cost 
accounting is concerned. Go into 10 houses 
and you're likely to find 10 cost accounting 
systems which vary enough so that the con- 
clusions arrived at will differ widely. Thus, 
while the Recovery Act is definite enough 
in its declaration that selling below cost will 
not be permitted, under existing conditions 
it is not such an easy matter to say what 
is cost. 

However, it should not be such a difficult 
proposition to install a uniform system of 
accounting in this industry. A competent 
accountant could very readily lay down the 
basic principles under which the industry 
could operate without working much of a 
hardship on any distributor. After all, the 
important consideration is for every distrib- 
utor to classify expense items in the same 
manner. 

Homer Porter and E. J. Ladley, in an ar- 
ticle in this issue, make a practical sugges 
tion for the working out of a uniform sys 
tem for the mill supply industry. Sooner 
or later this problem will have to be faced. 
Why not tackle it now? 


MK 


How the “New Deal” Will 
Affect This Industry 


OW is the National Industrial Re- 
covery Act going to affect the indus 
trial distributor? Will it put him in 

a stronger position? Is competition to be 
keener or less keen under the new set-up? 
Every distributor is deeply concerned as to 
how the “New Deal” will affect his busi- 
ness. The little fellow is wondering whether 
or not he will be discriminated against. The 
big fellow is pondering over the thought that 
he may lose some of his business to his 
smaller competitors. All distributors, big and 





little, are eyeing carefully outside competi- 
tion, direct-sellers, curbstone brokers, manu- 
facturers’ agents and others for evidence as to 
what will happen to them under the new 
set-up. 

Only time will tell what will be the ulti- 
mate outcome of the Government's broad 
program so far as this industry is concerned 
but one thing that is sure is that the efficient 
will continue to prosper and that is as it 
should be. 

Any distributor who thinks that all he has 
to do is to fly the “Blue Eagle” to justify his 
right to existence better change his think- 
ing right away. Competition is not going 
to be stifled, but intensified. Only the fittest 
will be able to stand the gaff. But competi- 
tion will be on a more equitable basis. Un- 
fair competition will be discouraged. There- 
fore, the distributors who make the most 
headway will be those who do the most in- 
telligent job of selling and servicing. 

Planned selling, therefore, becomes not 
only desirable but absolutely essential to suc- 
cess. Distributors who recognize this fact 
and turn their efforts in that direction will 
prosper while those who don’t will be swal- 
lowed up in the whirlpool of competition. 


XK 


Attend the Triple Convention 


RADE associations have been desig- 

nated by the Government as organiza- 

tions best fitted to carry out the 
principles of the industrial recovery program. 
Their function, therefore, becomes increas’ 
ingly important. While there is no law that 
says you must join your association, it’s good 
business to do it because the stronger your 
association becomes the better job it will be 
able to do for you. 

Distributors who may be undecided as to 
whether or not to join their association, 
skeptical as to what it will do for them, will 
have an opportunity to get the facts first- 
hand at the convention to be held in Wash- 
ington the latter part of this month. 

Make your reservation now. Convention 
headquarters will be at the Wardman Park 
Hotel and the dates are September 25, 26 
and 27. 
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Supply Industry Needs 
Standardized Accounting 


Under the National Industrial Recovery Act, it is imperative 

that some standardized system of accounts and monthly reports 

with a manual for the guidance of the accounting departments of 
individual houses be adopted by the industry 


By HOMER PORTER and 
E. J. LADLEY 


Pittsburgh 


r i \ HE President may . . . impose such condi- 
tions (including requirements for the making of 
reports and the keeping of accounts) for the pro- 

tection of consumers, competitors, employees and others, 

in the furtherance of public interest. . . . 

Those of us who have been working with “NIRA” 
are familiar with this sentence appearing in Section 3, 
Title I, of the Industrial Recovery Act. 

This Act, its requirements and suggestions, will affect 
every distributor of industrial supplies and equipment. 
Because this industry is an important one, doing more 
than half a billion dollars worth of business annually 
in normal times, and numbering among its members 
hundreds of distributors strategically located throughout 
the country, there is cause for those who are interested 
in itS welfare, its Code, and the success of the Indus- 
trial Recovery Act, to wonder just how to control the 
“slackers” and aid those who desire to assist in the 
problem of adopting a Code which will alleviate some 
of the sufferings and ills of the supply industry. 

Some of us may wonder just why the “President may 

impose such conditions (including requirements 

for the making of reports and the keeping of accounts.” 
Several months ago a series of articles were published 
in this magazine on simplified accounting for mill supply 
distributors, in which the Department of Commerce data 
on the “Causes of Bankruptcy” were discussed. You 
may recall that 53% of bankruptcies were caused by 
inadequate records or the failure to keep any records, 
and that a large percentage of bankruptcies was caused 
by a lack of control of inventories. Herein lies the 
answer to why the President is laying such great stress 
on the maintenance of adequate accounting systems. 

Several days ago a friend of ours told us he thought 
his company was making money because his sales had 
increased about 100% during the past two or three 
months. With his sales increase, however, he had ex- 
panded and spent considerable money so that after the 
auditors had made their semi-annual audit, they disclosed 
the fact that even though his sales had increased, he had 
lost money. Had he known each month the exact con- 
ditions of his business, he could have made money dur- 
ing the first six months of 1933 instead of a loss. 
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On the same day we were talking with the president 
of one of the largest and most successful supply houses 
in the Pittsburgh district, and he made this statement: 
“T have come to the conclusion that it is far more neces- 
sary to have a complete up-to-the-minute accounting 
control of my business than it is to have a ‘hard-hitting’ 
sales organization. Sales don’t always mean profits, and 
efficient accounting is the only way to know where you 
stand.” In other words, he did not like the idea of driv- 
ing a high powered automobile over strange roads at 
night without lights. If the “depression” has accom- 
plished no more than to cause business men to see the 
value of good accounting, certainly that is something 
which will mean money to them in years to come. When 
business is good, most any firm can make money, in spite 
of the management, rather than because of it. 

While most supply houses have some kind of an 
accounting system, many of them do not know each 
month whether they are making or losing money. With 
a few minor changes, the setting up of control accounts, 
and a cost of sales record, combined with a sales regis- 
ter, most of their problems may be solved. Many people 
have a “horror” of auditors. In most cases, this is 
warranted, for some accounting firms make enormous 
charges for very little actual work done. The several 
supply house accounting systems which we have re- 
viewed needed very little change. They were substan- 
tially in agreement with what we believe to be the “ideal” 
system, but minor changes in the chart of accounts, and 
a manual, or system report were often necessary. After 
these few changes were made, it was an easy matter to 
keep operations under control. 


HE Recovery Act encourages the restriction of sales 
below cost, which, in the case of industrial distribu- 
tors, 's the cost of the merchandise delivered at their 
warehouses plus overhead expense. Without doubt, the 
cost of materials will be fairly well standardized under 
the various manufacturers’ codes. Hence, the real job 
which must be accomplished by the distributing industry 
is a standardization of overhead charges. 
These charges will differ somewhat with each house, 
quite naturally, but if any control whatever is to be 
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-..a Dependable Product 


With a definite sales plan for distributors 


25 





Motor Design, probably more than any other single factor, 
has been responsible for placing Thor tools into practically 
every production plant in the world. 


These electric tools are sold through Jobbers, because Thor 
believes in the desirability and economic value of the distribu- 
tor to industry. 


We have developed a very definite sales plan with restricted 
distribution, and if there is no Thor Jobber in your immediate 
territory, we would like to tell you about it. 









New THOR Light Duty 
Quarter inch Electric Drill 


Weighing less than five pounds, this new ball 
bearing light duty electric drill has just been 
placed on the market. It features the Motor 
Design of higher priced Thor tools, giving 
the promise of longer service and lower 
maintenance. 


——— 


er 


| Independent 


PNEUMATIC TOOL COMPANY 
| 600 W. Jackson Blvd. 


| Chicago, Illinois 


NEW YORK @ SAN FRANCISCO 
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established it is essential that the same items of expense 
be included by all distributors. Glance at any of the 
tabulations of overhead expense items available at pres- 
ent. What do you see? Total overhead expense rang- 
ing from as low as 15% of sales to as high as 40% ; 
charges for office salaries ranging from 1% to 7%; 
administrative salaries from 2% to 12%. 

The natural conclusion which is reached after such 
a study is that each house is undoubtedly including dif- 
ferent items under each of the above heads. Until such 
time as each house reports exactly the same items of 
expense under each overhead expense sub-head, it will 
be next to impossible to ascertain whether or not a house 
is selling below cost. 

Some time ago the auditing division of one of the 
largest automobile manufacturers installed a system for 
most of their dealers, and made a quarterly check-up of 
it. We happen to be closely identified with several certi- 
fied public accountants who were with this auditing 
division for a number of 
years. Their comments 





For instance, if there were twelve houses in each district, 
a report by each of them would be mailed to some central 
office, the secretary of the association or to the account- 
ing firm in charge of the reports. Each firm reporting 
would have a code number and he alone, would know 
his own number, and only the secretary of the associa- 
tion, or the accounting firm would know the code num- 
ber of the members reporting. Each month, this data 
would be assembled and a report given to all members, 
with the company number at the top of the report. No 
totals would be given, but rather percentages. By using 
this procedure, the A. B. C. Company could compare its 
percentages to the X. Y. Z. Company, but would not 
know the identity of the X. Y. Z. Company. If his adver- 
tising is too high, then he may reduce it, or vice versa, 
or if other expenses seem out of proportion to the aver- 
age he may reduce or add to, as his judgment dictated. 
In other words, it comes back to the old idea of helping 
one another, instead of trying to cut each other’s throats. 

But, unless each distrib- 

utor has the same items 





on the need for a stand- = 
ardized system are very 
enlightening. Before this 
idea was installed by the 
manufactuer, most every 
kind of a system was in 
use, and many dealers 
did not know whether or 
not they were making 
money. However, after 
the standardized system 
was installed the dealers, 
even though many of 
them were hard to con- 
vince of its need, started 
making money. This or- 
ganization has evidently 
served its purpose and 
has liquidated, but the 
dealers are asking inde- 
pendent accountants to 
continue to check their 
operations each month, 
or at least quarterly. 
Sooner or later, it will 
be necessary to have as 
a part of each industry’s 
Code a standardized sys- 
tem of accounts and 
monthly reports, with a 
manual for the guidance 
of the accounting depart- 
ment or bookkeeper. By 
this method, if any “po- 
licing” becomes neces- 
sary, it will be a very 
simple matter to review 
the transactions involved 
and find the discrepan- 


low cost. 


Why Uniform Accounting 


Tix National Industrial Recovery Act 
contemplates the elimination of sales be- 
In the mill supply industry, 
cost may be defined as the cost of mer- 
chandise delivered at the distributor’s 
warehouse, plus the distributor’s operat- 
ing expenses. With the cost of merchandise 
being more or less standardized by man- 
ufacturers’ codes, proper policing of the 
distributors’ code depends largely on 
accurate reporting of overhead expenses. 
With this thought in mind, it is essential 
that all distributors adopt systems of 
accounting which are similar in the 
matter of classification of expense items. 
Only by this means can the ultimate suc- 
cess of President Roosevelt’s “New Deal” 


in our industry be assured. 


or practically the same 
items going into each ac- 
count, this report would 
be of little assistance, for 
it would be impossible to 
compare ex pense ac- 
counts if different items 
went into them. The 
ideal way, and the one 
being followed by many 
associations, is to have 
practically the same ac- 
counting system installed 
by each member of the 
association and then have 
an accounting firm make 
regular check-ups in or- 
der to ascertain if the 
bookkeeper understands 
the system and the 
charges which are to go 
into each account. When 
this is done, each firm 
makes its own report and 
mails it to the account- 
ing firm or association 
secretary, who then as- 
sembles the data for dis- 
tribution to all members. 

This is but a brief 
summary of the high 
points emphasizing the 
importance of correct ac- 
counting. Unless a sys- 
tem of monthly reports, 
similar to the one pro- 
posed herein, is adopted 
by the industry as a 
whole, it seems to me 





cies. Thus the “slacker,” 

if there should be such 

a person, could readily be called upon the carpet. 
Then each month every division, or locality would 

serve as an aid to each other member of the division. 
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that the uncertainty and 

the lack of similarity of 
reports will make for a confusion in the supply industry 
under the government legislation which will make real 
accomplishment extremely difficult. 
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MORE 
THAN HQ) QQ items 


at your Call . 


There’s a comforting thought in the fact that when- 
ever your stock is depleted the Upson warehouse 
with more than 5000 items is only a telephone call 
away from you. 

Jobbers, knowing the price tendencies today and 
aware of increased industrial activity in almost every 
field where nuts, bolts, rivets and kindred items are 
used, are fast-bringing their stocks back to normal. 
And so this word of advice—check your stock, 
keeping in mind the expanding needs of your cus- 
tomers. And to safeguard their interests, as well as 
your own goodwill, send your inquiries for all 
headed and threaded products to Upson. 


Carriage Bolts 
Machine Bolts 


End Spring Bolts 
Spring Shackle Bolts 


Stove Bolts U-Bolts 

Plow Bolts Fancy Head Bolts 
Cultivator Bolts Bolt Ends 

Step Bolts Blank Bolts 

Elevator Bolts Lag Screws 

Tire Bolts Turnbuckles 
Whiffletree Bolts Large and Small Rivets 
Loom Bolts Jam Nuts 

Stud Bolts Wing Nuts 

Eye Bolts Wire Rope Clips 


Hot Pressed, Cold Pressed and Semi-finished 
Nuts and Washers 


UPS ON N UT Bt. Ves. tae 


REPUBLIC STEEL 


CORPORATION 


CLEVELAND, OHIO 








KEEPING POSTED » » 


Newsy facts about industrial distributors 


Convention Hotel Rates 
Announced 

The Wardman Park Hotel, Wash- 
ington, D. C., scene of the Triple Con- 
vention to be held on September 25, 
26 and 27, has announced the follow- 
ing rates: single room with bath, 
$3.50: double room with twin beds 
and bath, $5.00. 

Early reservations are suggested 
since word comes from the association 
secretaries that an unusually large at- 
tendance is expected, 

x ok x 


Alexander Paton Dies After 
Heart Attack 

Alexander Paton, vice-president of 
the T. B. Rayl Company, Detroit, 
Michigan, died August 26 at his sum- 
mer home at Lake Angelus, near 
Pontiac. Mr. Paton, who was 69 
years old, had been connected with 


and their salesmen 











the Rayl Company for 53 years, 
starting his career as a messenger 
and clerk in the basement depart- 
ment. 

He was vice-president of the com- 
pany for more than 16 years, having 
been promoted through almost every 
position in the store. 


* * * 


J. T. Wing Salesman Uses Speed 
Boat to Make Calls 

In order to properly service con- 
tractors at work in the Detroit River, 
J. T. Wing and Company of De- 
troit has purchased a 30-foot speed 
boat, in which the salesman contact- 
ing these contractors makes his calls 
and deliveries. Since the jobs are 
about 20 miles from the city, this 
means of transportation was found to 
be the only one which would insure 
satisfactory service. 





Executives and salesmen of the Great Lakes Supply Company, Chicago, at annual 


picnic. 


Nelson. Second row: 


Top row, left to right: Heath, Young, Shaffer, Yaeger, Rosen and “Ginger’’ 
Harry Hardy, Ritzenthaler, sales manager, Flecik, L. V. Hill, 
Quigley Company, “Les” Hardy and “Happy” Zehme. 


First row: Wald, Roy Nelson, 


“Luke” Neip (believe it or not, he was sober), Carl Channon, vice-president and Jimmie 
Galligan. 


Service Supply Appointments 

Harry E. Shaw has been placed in 
charge of sales of the Service Supply 
Corporation, Philadelphia. Michael 
Berger has been named purchasing 
agent. 

This company has signed the Pres- 
ident’s Blanket Code and that of the 


National Supply and Machinery Dis- 
tributors’ Association, 


xk * * 


Metropolitan Mill Supply Associ- 
ation Formed 

The Metropolitan Mill Supply As- 
sociation, which covers the industry 
throughout northern New Jersey and 
the metropolitan district of New 
York City generally, has been 
formed. 

The elected officers are: E. T. B. 
Penman, of Neal & Brinker Com- 
pany, president ; H. D. Dayer, Amer- 
ican Machine and Supply Company, 
vice-president ; Herbert Edge, Top- 
ping Brothers, treasurer; W. W. 
Edwards, Federal Hardware Com- 
pany, secretary. 

The association will file a Recovery 
Act code as an independent group. 


xk * * 


Southern Association Adds 17 
Members 

Alvin M. Smith, secretary-treas- 
urer of the Southern Supply and Ma- 
chinery Distributors’ Association, re- 
ports the addition or reinstatement 
of 17 members, as follows: Oliver 
H. Van Horn Company, Incorpor- 
ated, New Orleans, C. T. Patterson 
Company, Incorporated, New Or- 
leans; McComb Supply Company, 
Jellico, Tennessee; McComb Supply 
Company, Harlan, Kentucky; Mont- 
gomery and Crawford, Spartanburg, 
South Carolina; The Cameron and 
Barkley Company, Charleston, South 
Carolina; Briggs-Weaver Machinery 
Company, Dallas, Texas; Tidewater 
Supply Company, Incorporated, Nor- 
folk, Virginia; The Henry Walke 


MILL SUPPLIES 








ET eT Se a ae 





UMI 











UMI 





SEPTEMBER, 1933 


MILL SUPPLIES 


29 





Read this record of 
VICTOR MOLY BLADE 


HERE’S WHAT IT CUT— 
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MOLYBDENUM 


HEAVY DUTY—EXTRA VALUE 


HACK SAWS 
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Boosts Your Sales 


“UNBRAKO” 
Hollow Set Screw 


We certainly co-operate in boosting your 
sales not only by letting our many salesmen 
work with your own men and by turning orders 
your way, but also by advertising “UNBRAKO” 
Screws in a great many magazines to create a 
steadily growing demand. 


By now “UNBRAKO” Screws have become 
such favorites everywhere that not to handle 
them is equivalent to throwing away a great 
many profitable sales. 


“UNBRAKO” Bulletin 429 Yours on Request. 





“UNBRAKO”’ 
Secket Head Cap Screw 





“HALLOWELL” Steel Work-Benches 
*“HALLOWELL” Steel Work-Tables 


“HALLOWELL” Steel Bench Drawers 
“HALLOWELL” Foremen’s Desks 


“HALLOWELL” Steel Shop-Furniture 
“HALLOWELL” Steel Floor Trucks 


ave 
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We Also Make 


“HALLOWELL” Steel Work-Benches, Semi-Portable 
“HALLOWELL” Steel-Wood Work Benches 
“HALLOWELL” Steel-Wood Work-Tables 


“HALLOWELL” Steel Chairs and Stools 


“HALLOWELL” Steel Lift-Truek Platforms 


=< Co,, 








STANDARD PRESSED STEEL CO. 





BRANCHES 


BOSTON JENKINTOWN, PENNA. 


CHICAGO 
DETROIT 
BOX 519 








Company, Norfolk, Virginia; Vir- 
ginia Machinery and Well Com- 
pany, Incorporated, Richmond, Vir- 
ginia; Capital City Supply Com- 
pany, Charleston, West Virginia; 
Corinth Machinery Company, Incor- 
porated, Corinth, Mississippi; Knight 
and Wall Company, Tampa, Florida; 
Biggs and Company, Wichita Falls, 
Texas; McJunkin Supply Company, 
Incorporated, Charleston, West Vir- 
ginia; Kentucky Mine Supply Com- 
pany, Harlan, Kentucky; and the 
Reams Hardware Company, Middles- 
boro, Kentucky, 


* * x 


| Distributors on Pacific Coast Sign 


Code 


Among the Pacific Coast distribu- 
tors who have signed the Blanket 
Code, together with the number of 
new employees, are the following: 
The A. J. Glesener Company, San 
Francisco, 7; F. G. Foster Company, 
Hoquiam, Washington, 5; Schwa- 
bacher Hardware Company, Seattle, 
10; Munnell and Sherrill, Portland, 
3; and Barde Steel Company, Seattle. 

The F. G. Foster Company has 
approved the code proposed by the 
two distributor associations. 

Local groups in Washington, San 
Francisco, Seattle, and Portland are 
reported as active and contemplating 
participation in the N. R. A. move- 


ment. 
* «* *# 


Middle West Distributors Sign 
Codes 


Middle western and western dis- 
tributors are heartily in accord with 
the efforts of the National Recovery 
Administration to rebuild American 
business if advices received from over 
40 of these houses may be taken as an 


| indication. All have signed the Blanket 
| Code and many have appproved the 
| code presented by the National 


Supply and Machinery Distrivutors 
Association. 

Interstate Machinery and Supply 
Company, Omaha, has signed both 
codes and added one employee. 

Hall-Perry Machinery Company, 
Butte, Montana, has signed the 
Blanket Code. 

The White Star Company, Wichita, 
Kansas, has appproved of both codes. 

Central Rubber and Supply Com- 
pany, Indianapolis, has signed both 
codes and added four people to the 
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GOODYEAR COST PER TON . $.0008 
5 OTHERS COST PER TON . $.00197 











Section of cost-reducing Goodyear Style C Conveyor Belt 








FAT OO a SRT 





UMI 


A LARGE gas-producing plant 
in St. Louis, Mo., recently 
completed its cost records on 
six belts used on their inclined 
coke conveyor, handling run-of- 
oven coke, cold. 


One of these belts was a Good- 
year Style C Conveyor Belt, 36”, 
28-oz. duck, 6 plies with extra 
12” wide reinforcement, top 
cover 5/16” x 1/16”, pulley 
cover, 1/32". It was specified to 
the job by the G. T. M.—Goodyear 


Technical Man. 


Theother five belts wereallofgood 
quality ordinary construction. 


The records tell the story: 


BEST OF 53 PREVIOUS BELTS 


Total Life . . . . . . . 1067 days 
Total Tons. .... . . . 928,465 
Cost Per Ton. ... . . . $.00197 


GOODYEAR BELT 


Total Life . . . . . . . 1576 days 
Total Tons. .... .. 41,275,990 
Cost Per Ton... ... . $.0008 


THE GREATEST NAME 


BELTS ’ MOLDED GOODS 


The owner-user remarks that an 
accident undoubtedly prema- 
turely ended the usefulness of 
the Goodyear Belt; also notes 
that the Goodyear originally cost 
nearly $600 less than the best 
record belt of the five others. 


This is the kind of cost-reducing 
performance assured by G.T.M.- 
specified Goodyear Mechanical 
Rubber Goods. 


GOODYEAR 
MECHANICAL RUBBER GOODS 
DISTRIBUTORS! 


Advise your salesmen to read 
this typical performance record 
of a Goodyear Belt. Note how it 
lasted longer, carried more, and 
cost less than the best of five 
others! Have them use this with 
their customers and prospects. 





° HOSE ¥ PACKING 
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5 6” of the Industrial 


Plants need Brushes and Brooms. 


| Code and put all employees on full 


REDON 





ALL CORN OR CORN 
AND BAMBOO 


ARR 





BASS PUSH BROOM 





B. B. PUSH 
BROOM 





RATTAN PUSH BROOM 














A RECENT survey re- 
vealed the fact that this high percentage 
of industrials require new supplies of 
of brushes and brooms immediately or will 
need them very soon, as activities continue 
to expand. 


In addition, many other plants are known 
to be buying brushes and brooms regularly 
—in fact, have been buying them all 
through the depression. 


This gives you a pretty clear idea of the 
market open to you, provided you go after 
business aggressively with a line the cali- 


ber of 
CAPITAL 
“RED CAP” 


Brushes and Brooms 


This old established line is well known 
throughout industry for its consistent high 
quality—its efficient and economical per- 
formance. 


Capital Distributors stay with this com- 
pany, not only because they know that by 
so doing they can give their customers 
better service, but because they are as- 
sured of a square deal from the manufac- 
turer and a fine margin of profit. 


+ 


Investigate our products and 
our distributor policy at your 
earliest opportunity. 


4 














No. 500 
FIBRE BROOM 





FLOOR BRUSHES 


INDIANAPOLIS 


BRUSH & BROOM MFG. CO. 


gums 126 Brush S 


ESTABLISHED 1890 


treet, Indianapolis, Ind. gags 


force employed on July 1. 
The Klinger-Dills Company, Day- 


| ton, Ohio, has approved of both 
| codes. 


The M. I. Wilcox Company, Tole- 
do, Ohio, has approved both codes 
and added 30 more employees. 

The Jaspersen Supply Company, St. 
Marys, Ohio, has signed the Blanket 


| time. 


Mohr-Jones Hardware Company, 
Racine, Wisconsin, has approved of 
both and added three people. 

The following firms have signed 
both codes. Where additions have 
been made to the force, they are indi- 
cated by numerals following the com- 
pany name: The Queen City Supply 
Company, Cincinnati, 6; Universal 
Valve and Fitting Company, Incorpo- 
rated, Cleveland, 33; The Canton 
Supply Company, Canton, Ohio, 2; 
Western Iron Stores Company, Mil- 
waukee, 2; The Hardware and Supply 


| Company, Akron, Ohio, 9; Barrett 
| Hardware Company, Joliet, 10; The 


William T. Johnston Company, Cin- 
cinnati, 24; Reichle Supply Company, 
Saginaw, Michigan; Louis Hanssen’s 
Sons, Davenport, Iowa; _ Barrett- 


| Christie Company, Chicago; Great 
| Lakes Supply Company, Chicago, 6; 
| and The Jennison Company, Bay City, 


| Company, 


Michigan, 5. 

The following companies are among 
those which have signed the Blanket 
Code: Evansville Supply Company, 
Evansville, Indiana; Fisher Supply 
Company, Marshalltown, Iowa, 1; 
The Rayl Company, Detroit, 1; Ell- 
feldt Hardware and Machinists Sup- 
ply Company, Kansas City, Missouri, 
1; G. T. Hildred and Company, St. 
Paul; Crerar-Adams and Company, 
Chicago, 3; Charles H. Besly and 
Chicago, several; Fort 


| Wayne Pipe and Supply Company, 


Fort Wayne, Indiana, all on full time; 


| The Trumbull Manufacturing Com- 


pany, Warren, Ohio, all on full time; 
William S. Yohe Supply Company, 
Canton, Ohio; Standard Equipment 
and Supply Company, Hammond, 
Indiana, 1; Pulver Machinists Tool 
Company, Chicago, 2; Alert Pipe and 
Supply Company, Bay City, Michigan, 
1 and all on full time; W. P. and R. S. 
Mars Company, Duluth, Minnesota; 
The Shadbolt-Boyd Company, Mil- 
waukee; The Charles A. Strelinger 


| Company, Detroit, several; McNeal 


Machinery Company, Joplin, Mis- 
souri, 2; and National Mill Supply 
Company, Fort Wayne, Indiana. 
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ake your Valves 
a Vio, Demo 


he Vogt "™&tekt 





























More and more users of valves and fittings are 
turning to Vogt Drop Forged Steel because of 


their proved economy of operation and upkeep. 


Whether for moderate or high operating pres- 
sures and temperatures, absolute reliance can 
be placed in drop forged steel. 


The next time you need valves and 
fittings, specify Vogt Drop Forged. 


HENRY VOGT MACHINE CO. 


INCORPORATED 


LOUISVILLE, KY. 


Branch Offices: 
NEW YORK CHICAGO CLEVELAND DALLAS PHILADELPHIA 
Manufacturers of: Drop Forged Steel Valves and Fittings, Oil Refinery Equip- 


@ ment, Water Tube and Horizontal Return Tubular Boilers, Ice Making and 
Refrigerating Machinery. 
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TooL HOLDERS 
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Standardize on 


“ARMSTRONG” 


Standardize on ARMSTRONG 
Lines for greater sales, for the 
name ARMSTRONG andthe Arm- 
and-Hammer are known as a guar- 
antee of highest quality, wherever 
metal is machined. 


Standardize on ARMSTRONG 
Lines. All give satisfaction; each 
sells the other. Even through the 
“depression” they have been stead- 
ily improving; have been contin- 
uously advertised. 


Standardize on ARMSTRONG 
Lines to cut inventory and stock 
costs. ARMSTRONG Lines are 
complete lines that need no fill-ins, 
that keep stocks clean and turning. 


Standardize on “ARMSTRONG” 
for full profits for established 
prices and protected margins. 
Standardize on “ARMSTRONG” 
for security for it is no idle saying 


that, “You will never get stuck on 
in ARMSTRONG Line.” 











Buy 


ARMSTRONG 


TOOLS from your 
Supply House 


wy 






ARMSTRONG BROS. TOOL CO. 


‘The Tool Holder People’’ 
305 N. Francisco Ave., CHICAGO, U. S. A, 


j 


ARMSTRONG 








Tool Holders for every operation on 


Lathes, Planers, Slotters, Shapers 





Drop forged Wrenches in 39 types, all 
sizes—1 Quality 


12 types of Lathe Dogs 


types of 
Clamps 





ARNSTHGNG BROS. 


PIPE 
TOOLS 


The most complete line of pipe 
tools made. Each is an improved tool 
with from 5 to 14 special design or con- 
struction features. 









C 








It is encouraging to note from the 
above that even where new employees 
have not been added, old help was 
put on full time. Many houses dur- 
ing the last two years have attempted 
to spread the work with much part- 
time employment as a result. 

* * * 

Southern Houses Sign Dis- 

tributors’ Code 

On August 1, the following south- 
ern distributors had signed the code 
proposed by the Southern Supply and 
Machinery Distributors’ Association : 
Anniston Hardware Company, An- 
niston, Alabama; Moore-Handley 
Hardware Company, Birmingham, 
Alabama; The Perry Supply Com- 
pany, Incorporated, Birmingham, 
Alabama; The Young and Vann 
Supply Company, Birmingham, Ala- 
bama; Gadsden Hardware Company, 
Gadsden, Alabama; The Hutchens 
Company, Huntsville, Alabama; Mc- 
Gowin-Lyons Hardware and Supply 
Company, Mobile; Standard Equip- 
ment Company, Mobile; Turner Sup- 
ply Company, Mobile; Alabama Ma- 
chinery and Supply Company, Mont- 
gomery, Alabama; Central Supply 


_ Company, Little Rock, Arkansas ; 
| Hollis and Company, Little Rock; 
| Baird Hardware Company, Incor- 


porated, Gainesville, Florida; The 


| Cameron and Barkley Company, 


Jacksonville, Florida; John G. Chris- 
topher Company, Jacksonville; Far- 
quhar Machinery Company, Jackson- 
ville; Georgia Supply Company, 
Jacksonville ; The Cameron and Bark- 
ley Company, Tampa; Knight and 
Wall Company, Tampa; Fulton Sup- 
ply Company, Atlanta, Georgia; J. 
M. Tull Rubber and Supply Com- 
pany, Atlanta; Lombard Iron Works 
and Supply Company, Augusta; H. 
C. Tennent Supply Company, Au- 
gusta; Philips Hardware and Supply 
Company, Columbus; Taylor Iron 
Works and Supply Company, Macon; 
3attery Machinery Company, Incor- 
porated, Rome; Georgia Supply 
Company, Savannah; Brown-Roberts 
Hardware and Supply Company, 
Ltd., Alexandria, Louisiana; Weaks 
Supply Company, Monroe; Dixie 


| Mill Supply Company, New Orleans ; 


Marine Specialty and Mill Supply 
Company, New Orleans; Oliver H. 
Van Horn, Incorporated, New Or- 
leans; Weil, Gutman Supply Com- 
pany, New Orleans; C. T. Patterson 
Company, Incorporated, New Or- 
leans; Woodward-Wight and Com- 
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LD oil 

EXTREME CROSSWISE RIGIDITY 
No other V-Belt combines such positive 
crosswise rigidity with such extreme flexi- 
bility. 








BUILT TO BEND 


See how the “cogs” take up the compression 


on the inner surface of the belt. 
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GREATER GRIPPING POWER 


Sides die-cut—not molded—with raw edge 
contact surface, give greater gripping power 


with less tension, 


OMPARE 


THE DAYTON COG-BELT WITH ANY OTHER V-BELT 


IN VITAL PRINCIPLES 


Considering how it is made and what it 
does, the Dayton Cog-Belt is without a 
rival in the V-Belt field. For back of it are 
advanced principles of design and con- 
struction which result in superior perform- 
ance, longer life, and lower operating and 
maintenance cost. 

First, it is the only V-Belt specifically 
“built to bend.” Its patented cog and 
laminated construction provide far greater 
flexibility ... enable it to flex easily around 
even the smallest pulley without buckling 
or rippling. 

And while it is more flexible, its lami- 
nated construction and patented reinforce- 





ment give it extreme crosswise rigidity. 
There’s no squashing in the pulley groove 
. no distortion nor twisting. No other 
V-Belt combines such extreme flexibility 
with such positive crosswise rigidity. 
Added to these important qualities are 
its die-cut sides. The raw edges of these 
die-cut sides form the driving surface of 
the belt . . 


Cog-Belt’s powerful leech-like grip in the 


. one of the reasons for Dayton 


pulley groove. There's 
less slipping and _ slid- 
ing, even with quick 
starts and stops .. . less 


loss of power . . . less 
I 


OF CONSTRUCTION 


vibration . . . less tension . . . less wear on 
bearings. 

These are only a few of the reasons why 
Dayton Cog-Belts and Dayton Cog-Belt 
Drives appeal to plant executives and why 
they are easier to sell. Belts and Drives are 
standardized, so that selection of the proper 
drive is simple and easy. And you can get 
this business without the necessity of carry- 
ing a large inventory. Let us tell you all 
about our plan of cooperation. 


THE DAYTON RUBBER MFG. CO. 
DAYTON, OHIO 


ayton 


COG-BELT 


DRIVES 
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| Compare BRISTO direct turning pressure 
—with sidewall pressure of other designs 


WY 


7 


st 


Gear-Like Action 


seats it TIGHTER 
without harm to the Socket 


LL the power needed for a tight set and positive hold 

can be applied to Bristo Cap Screws and Set 

Screws. The gear-like action of the Bristo Wrench in 

the unique Bristo socket guides the power around in the 

direction the screw turns. No strain is put on the sides 

of a Bristo Screw, and so it never breaks, splits or 
rounds-out. 





There are countless products and jobs on which BrisTo 
Cap and Set Screws can be used to advantage. Besides 
affording greater security and eliminating expensive 
trouble, these screws wear longer, handle faster and look 
neater. Also, the distinctive socket discourages tamper- 
ing by unauthorized persons. 


Tell your customers about these improved Bristo Cap 

and Set Screws that cost no more than ordinary screws. 

They will respond to Bristo advantages. A wide range 

of sizes—several under 4 inch are available. Also BrisTo 

Screws may be had with the Dardelet Self-Locking 

Thread. Write for full details and samples. 

Get information on . 

Bristols Steel Belt 

Lacing, too. It is 

easier to apply, and 

holds like a bull dog. wht } cl 

THE BRISTOL COMPANY, WATERBURY, CONN. 
Branch Offices: Akron, Birmingham, Boston, Chicago, Denver, 


Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, 
St. Louis, San Francisco 


TRADE MARK 


BRISTO 


REG. U.S. PAT. OFF. 


Hollow Safety Socket Head 
SET SCREWS CAP SCREWS 














pany, New Orleans; Corinth Ma- 
chinery Company, Corinth; Komp 
Equipment Company, Hattiesburg; 
Mississippi Foundry and Machine 
Company, Jackson; Charlotte Sup- 
ply Company, Charlotte, North Caro- 
lina; Grinnell Company, Incorpor- 
ated, Charlotte; The Textile Mill 


| Supply Company, Charlotte; The 


Gaston Mill Supply Company, Gas- 
tonia; Odell Mill Supply Company, 
Greensboro; Kester Machinery Com- 
pany, High Point; Dillon Supply 
Company, Raleigh; Hyman Supply 
Company, Wilmington: Kester Ma- 


| chinery Company, Winston-Salem; 
| Machine Tool and Supply Company, 
| Tulsa, Oklahoma; Sullivan Hard- 
_ ware Company, Anderson, South 


Carolina; The Cameron and Barkley 
Company, Charleston; Tidewater 
Supply Company, Columbia; Kamin- 
ski Hardware Company, George- 
town; Carolina Supply Company, In- 
corporated, Greenville; Greenville 


| Textile Supply Company, Greenville ; 
| Poe Hardware and Supply Company, 
| Greenville; Montgomery and Craw- 


ford, Spartanburg; Industrial Sup- 
ply Company, Clinton; James Supply 


| Company, Chattanooga, Tennessee; 


Mills and Lupton Supply Company, 
Chattanooga; Rogers-Bailey Hard- 
ware Company, Chattanooga; South- 
ern Supply Company, Jackson; Jel- 


| lico Hardware Company, Jellico; Mc- 


Comb Supply Company, Jellico; 
Summers Hardware Company, John- 
son City; Tennessee Mill and Mine 
Supply Company, Knoxville; J. E. 
Dilworth Company, Incorporated, 
Memphis; Industrial Supplies, Incor- 
porated, Memphis; Lewis Supply 
Company, Memphis; Pidgeon- 
Thomas Iron Company, Memphis; 
The Reichman-Crosby Company, 
Memphis; John Bouchard and Sons 
Company, Nashville; Norvell-Wilder 
Supply Company, Beaumont, Texas; 
Southern Supply Company, Dallas; 
E. B. Hayes Machinery Company, 
Marshall; Alamo Iron Works, San 
Antonio; San Antonio Machine and 
Supply Company, San Antonio; 
Beggs and Company, Wichita Falls; 
Interstate Hardware and Supply 
Company, Bristol, Virginia ; Mitchell- 
Powers Hardware Company, Incor- 
porated, Bristol; Noland Company, 
Incorporated, Newport News; Em- 
pire Machinery and Supply Corpo- 
ration, Norfolk; Taylor-Parker Com- 
pany, Incorporated, Norfolk; Tide- 
water Supply Company, incorporated, 



































THE PAPER INDUSTRY— 


ad _preptacte freld for Dodge Distributors 
ity, >< 


Dodge Type ‘’DH-1” 
signed and built by a Wisconsin mill. 


a: 
ers 
re 


this machine 


~ 


Ball Bearing Pillow Blocks on a special winder de- 
There are 120 of these bearings on 


Dodge Pennell “Dp” Friction Clutch driving constant speed line shaft in 
Note Dodge-Timken Pillow Blocks and other Dodge 


Michigan mill. 


equipment 


REG.U.S. 


Paper making is a continual battle against time and costs. Frac- 
tions of cents often separate profit and loss on orders. Breakdowns 
often involve penalties and loss of important customers. Paper mill 
executives who must meet these conditions are careful to select reli- 
able equipment. They overlook no opportunity to improve production 
methods, cut costs and insure continuous operation. 

Dodge-Timken Bearings have been widely adopted throughout 
the paper industry because of their economy and reliability. Cham- 
pion Coated Paper Company of Hamilton, Ohio, and Fort Howard 
Paper Company of Green Bay, Wisconsin, have over two thousand 
bearings installed. One hundred and fifty-six mills purchased Dodge- 
Timkens in 1932 and the number will be increased in 1933. 

Dodge drives have served the industry since 1885. Many original 
installations are still in service. The Dodge reputation for dependa- 
bility is well known and Dodge engineering has kept pace with chang- 
ing methods and conditions. 

The modern line of Dodge Power Drive and Bearing Units will 
play an important part in making "The New Deal" profitable for 
industry and for the distributors who recognize and take full advan- 
tage of the opportunities offered. 








A Dodge “D-V”’ Beater Drive. This is a Coated Paper Mill and practically 
all of the transmission in it was built by Dodge 


PAT. OFF. 





This Chart Will H elp You Plan a Successful 
and Profitable Sales Campaign 


HE Paper Industry has adopted and submitted for approval the codes required under 
7 the National Recovery Act. This means that mill executives are interested now in new 

equipment and new methods which will permit the most efficient and profitable oper- 
ation under the changed conditions with which they are confronted. 


The chart will enable Distributors to plan sales effort on Dodge equipment to the best 
advantage. Every application noted has proved beneficial and profitable to many mills. 
Many mills have standardized on Dodge Power Drive and Bearing Units which completely 
blanket paper mill transmission requirements. 


Specific information which will enable distributors to make the most of present 
opportunities is available on request. Profit and prestige will be the reward of those 
who start now. 





APPLICATION APPLICATION 


DH-! Ball Bearings 
Other / 


DH-! Ball Bearings 
V-Belt Drives 
Transmission 


Dodge-Timken 
Bearings 


Dodge-Timken 
Bearings 

Clutches 

V-Belt Drives 

~ Other 

Transmission 


€ 
FS) Clutches 


Reels 

Slitters and Winders 
Pebble Mills 
‘Coating Machines 


Log Haul-ups 
Slasher Saws 
Knife Barkers 


Chippers 


@| @' @ 


Elevators and Conveyors 

Grinders 

Pumps 

Decker Cylinder Molds 

Decker Couch Rolls 

Wet Machine Cylinder Molds | 

Wet Machine Couch Rolls | 

Press Rolls | 
| Felt Guide Rolls 

Felt Guide Stretch Rolls 
» Felt Guide Whipper 

Squeeze Rolls 

Breast Rolls 

Table Rolls 

Couch Rolls 

Felt Rolls (Wet) 

Spring Rolls 

Dryer Felt Rolls 

Machine Calenders 


Color Wagons 


Supercalenders 
Brushing Machines 
Smoothing Press 
Cutters 
|Fans and Blowers 
‘Pulp Shredders 
'Pulpers 
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Beaters 

Jordans 

‘Stock Chest Agitators 
iLineshafts 
Countershafts 

Back Drives 


Waxers 

Pasters 

Screens 

S ‘Dusters 
B ® Special Machinery 


| 2 
S 
| | 
€ } 
| | 
| 
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This series of inserts is intended to inform mill supply and machinery distributors regarding the market for power 

drive and bearing units and the application of these units to the equipment in use in the various industries. This 

series when completed will constitute a valuable manual of market information which will be of great assistance in 

planning sales as well as for the salesman in customer contact work. Copies of these inserts for salesmen's use will 
be supplied on application. 
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North Atlantic States 


After a spectacular rise in May and June, the Sales Indicator for the eastern states 
leveled off somewhat for July, registering 56.8 as compared with 55.5 for June. This 
gain accurately represents the figures in a majority of houses reporting, each of 
which registered small gains over the preceding month. A few reported losses which 
were offset by other rather sizeable gains. 


Southern States 


The Southern Indicator continues its steady rise from the depths reached in March, 
the reading for July being 69.1% of normal as compared with 57.3. It is interesting 
to note that only three of the reporting distributors encountered less business in July 
than in June. 


Middle Western States 


With six distributors reporting a drop in July and the remainder registering sub- 
stantial gains, the Sales Indicator for the Middle West rises in July to 54.6 as com- 
pared with 51.0 in June. This figure means that July business in this territory is 
roughly double that of March, its low month. 


Western States 


The Western Indicator is shown in spite of the fact that relatively few distributors 
report from this territory as compared with the others. This fact, of course, makes 
for more rapid gyration of the Sales Indicator, which, for July, registers 64.8 as com- 
pared with 76.8 for the previous month. 


Pacific Coast States 


Sales reports received from the three states in the Pacific Coast section in all but 
two cases register healthy increases over June, with the result that the Indicator 
jumps from 68.5 in June to 84.5 in July. This represents the highest figure reached 
by any territory since the Sales Indicator was started last October. 
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ENGINEERING 


Service Facts 


that will save your cus- 
tomers time and money 


In order that our advertising may render a genuine service 
to industry, as well as sell Yale products, we publish from 
time to time a series of facts developed by Yale engineers 
to help you obtain the longest, safest and most efficient 
service from Yale Chain Hoists. 


No. 2 


ALWAYS SET CHAINS 
PROPERLY ON HOOK 


The following illustrations show exactly how the 
load should be placed on the hook in order to 
obtain maximum efficiency and safety in using 
your Yale Chain Hoist. This is true, of course, of 
any make of hook. Always be sure to set load on 
center of load hook. 











Left —incorrect 
method of placing 
chains on load hook 
—chains not at 














Right — correct 
method — chains are 
placed at center of 
hook — greater effi- 
ciency and safety. 








THE YALE & TOWNE MFG. CO. PHILADELPHIA DIVISION 
Philadelphia, Pa., U.S. A. 


Makers of Yale Electric Trucks, Hand Lift Trucks, Electric Hoists and Trolleys 


| Norfolk; The Henry Walke Com- 





pany, Norfolk ; Smith-Courtney Com- 
pany, Richmond; If. B. Frischkorn, 
Incorporated, Richmond; James Me- 
Graw, Incorporated, Richmond; 
Southern Railway Supply Company, 
Richmond; Virginia Machinery and 
Well Company Incorporated, Rich- 
mond; Noland Company, Incorpo- 
rated, Roanoke; Beckley Hardware 
and Supply Company, Beckley, West 
Virginia; Raleigh Hardware Com- 
pany, Beckley, West Virginia; Blue- 
field Hardware Company, Bluefield; 
Bluefield Supply Company, Bluefield ; 
Superior-Sterling Company, Blue- 
field; Capital City Supply Company, 
Incorporated, Charleston; Danser 
Manufacturing and Supply Company, 
Weston; Persinger Supply Company, 
Williamson ; Williamson Supply Com- 
Company, Greenville, Kentucky ; Ken- 
tucky Mine Supply Company, Har- 
lan; McComb Supply Company, Har- 
lan; and Reams Hardware Company, 
Middlesboro, Kentucky. 





W. S. Blun, president, Georgia Supply 

| Company, Savannah, Georgia, a leader 

among Southern Distributors for many 
years. 


| Eastern Distributors Sign Blanket 


Code, Add Employees 

Reports from 18 distributors in the 
eastern section of the country indi- 
cate an almost unanimous approval 
of the President’s Blanket Code. 
In addition, many of these houses 
have approved of the code presented 
to the N. R. A. by the National Sup- 


| ply and Machinery Distributors As- 


sociation. The increase in employ- 
ment which may be expected 
throughout industry due to the activi- 
ties of the N. R. A. may be judged 
from the additions made by this one 
small group. 

Bickford and Francis Belting Com- 


_ pany, Buffalo, has signed the Blanket 


Code and has added one employee as 
a result. (See page 42.) 
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WESTEI 


HOW 


ABOUT 


Are you carrying a line that gives you 
a complete range of types and sizes 
capable of meeting all industrial re- 


quirements? 


Can you fill a clamp order with abso- 
lute assurance that your customer is 
getting a thoroughly dependable 
product—that his purchase will give 


him complete satisfaction? 


If not, investigate Williams’ Line of 
Drop-Forged Clamps, Williams’ 
Clamps are not only fully guaranteed 
but are advertised, recognized and 


accepted everywhere. 


J. H. WILLIAMS & CO. 


“‘The Drop-Forging People’’ 
75 Spring St. New York 





MEMBER 


(CERMELCLMA ATE EECA ERATE TTT: 


WE DO OUR PART 








££ LJ 


DROP-Fi ORGED 
CLAMPS 


CHICAGO; WORKS, BUFFALO, N. Y. 


FICE 
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~ | Pittsburgh, 


More Than 
Just Files— 
Superior 


Production 
Tools 
















A Point Policy 


that Protects 
Your Profits and 


Increases Sales 


1. A sale policy providing exclusive 
sales through recognized distribu- 
tors. 


2. A resale policy of maintained re- 
sale price, taking the file business 
out of the “necessary-convenience 
class’ and putting it in the 
“profit class.” 


3. A policy of close factory cooper- 
ation in the actual promotion of 
sales in the field, for your organ- 
ization exclusively. 


4. A policy of publicity in your 
local territory producing results 
for you specifically. 


5. A policy of maintained highest 
quality of product. Super Duty 
and Blue Star files are the result 
of 35 years of the best in mate- 
rials, workmanship and develop- 
ment. 


Write for full information for 
this result producing Distributor 
plan. 


ey PL poet Eco Coy 
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“The 
CLEVELAND FILE 
Company 
3400 Hamilton Ave., Cleveland, O. 








Haverstick and Company, Incor- 


| porated, Rochester, New York, has 
| signed the Blanket Code. 


Penn General Supply Company, 
has signed both the 
Blanket Code and the code of the 
National Supply and Machinery Dis- 
tributors Association. Two em- 
ployees have been added. 

Joseph Woodwell Company, Pitts- 
burgh, has signed the National Sup- 
ply and Machinery Distributors code 
and has employed eight additional 
people. 

Standard-Machinists Supply Com- 
pany, Pittsburgh, has signed both 


| codes and added several employees. 


Maddock and Company, Philadel- 


| phia, is operating under the Blanket 
| Code and has approved the National’s 








code with certain changes. 
The Chase and Cooledge Company, 


Holyoke, Massachusetts, has ap- 
proved both codes and has added one 
employee. 


Appleby Brothers and Whitaker 
Company, Harrisburg, Pennsylvania, 


| has signed the Blanket Code, as has 


The Darrow and Comstock Com- 
pany, New London, Connecticut, 
and R. D. Grier and Sons Company, 
Salisbury, Maryland. 

Rackliffe Brothers Company, In- 
corporated, New Britain, Connecti- 
cut, has signed the Blanket Code and 
added three people. 

The N. T. Bushnell Company, New 


Haven, Connecticut, has signed both’ 


and has added two employees. 

New Jersey Engineering and Sup- 
ply Company, Passaic, New Jersey, 
has signed the Blanket Code but due 
to the fact that its organization had 
been held at full strength found no 
increase necessary. 

George A. Myers and Company, 
Incorporated, Paterson, New Jersey, 
has signed the Blanket Code, as has 
Neal and Brinker Company, New 
York City. 

The Lindquist Hardware Com- 
pany, Bridgeport, Connecticut, has 
signed both codes and added three 
employees. 

Stacy Supply Company, 
field, Massachusetts, 
codes. 

The R. C. Neal Company, Incor- 
porated, Buffalo, New York, has 
signed the code of the National Sup- 


Spring- 
has signed both 


| ply and Machinery Distributors Asso- 


ciation and has added two people to 
its force in anticipation of code re- 
quirements. 

Distributors in the following cen- 


ters report local groups which are 
active and which contemplate partici- 
pation in the N. R. A. movement: 
Springfield, Massachusetts, DBridge- 
port, Connecticut (state), New York 
City, New Haven, Connecticut, Pas- 
saic, New Jersey, Holyoke, Massa- 
chusetts, Philadelphia and Pittsburgh. 
x ok x 


Two Vans Collide in Memphis 

R. D. Van Dyke, Jr., president of 
Industrial Supplies, Inc., Memphis, 
Tenn., is not easily shocked. He 
can hear bullets whiz or watch one 
of his classiest putts rim the cup 
without batting an eye. But when 
he turned to page 8 of his Memphis 
Commercial Appeal, on July 13, he 
swayed slightly in his chair and 
reached for a Murad. For there be- 


fore his eyes was a fair photograph 
This alone would cause 


of himself. 





R. D. Van Dyke, Jr., southern regional 
manager, Frigidaire Corporation, left; R. 
D. Van Dyke, Jr., president, Industrial 
Supplies, Incorporated, Memphis, Tennes- 
see. (We think this is right. We apologize 
right here and now if we have it back- 
ward.—Ed.) 
no great surprise, as he is rather 
well known, but the announcement 
accompanying the likeness was star- 
tling, to say the least. It stated that 
R. D. Van Dyke, Jr., was about to 
visit Memphis for a conference, as 
Southern regional manager for the 
Frigidaire Corporation, 

“Just a typo-geo-graphical error,” 
muttered R. D., “I’m still myself, 
and I haven’t been out of Memphis 
in weeks.” However, on reaching 
his office, still slightly dazed, he 
found it could not be laughed off 
so easily; he spent a hectic morning 
answering phone calls from his 
friends. “What’s this about your 
running out on the industry?” they 
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| BOY -~OH-BoY / WAS 1 PLEASED BOY-OH~BOY / WERE MY CUSTOMERS 

| WHEN THE BOSS TOLD ME HE'D PLEASED WHEN | TOLD THEM WHAT 

| STOCKED THE THERMOID HIGH THIS BELT WOULD DO AND WHAT IT 
SPEED BELT WOULD SAVE 




















BOY-OH~BoY / WAS THE BOSS BOY ~OH-BoY / IT SURE LOOKS 
PLEASED WHEN HE SAW THE ORDERS LIKE THIS THERMOID HIGH SPEED 
COME IN FOR. THERMO!IO HIGH BELT PLEASES ALL THE PEOPLE ALL 
SPEED BELT THE Time // 

Y {/ 
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The Thermoid High Speed Square Edge Belt makes sales 
and makes friends. 


It makes profits, too—for those who sell it! It gives greater 
flexibility——and new freedom from slippage, stretching and 
ply-separation— to those who use it. 


Boost your business—and help your customers— with the 
amber friction belt with the violet edge! 


hermol 


THERMOID 
RUBBER COMPANY 


Factories and Main Offices, 
TRENTON, NEW JERSEY 


BELTING 
HOSE and PACKINGS 
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SELL YOUR TRADE 


AN EFFICIENT 


A pipe machine of rare 
quality and efficiency. Pre- 
cision built, good for many 
years of service. Mechan- 
ically perfect —the pipe 
machine to sell to your 
trade. 


The “TOLEDO” No. 999 
threads, cuts and reams 
4” to 2” pipe remarkably 
fast. 2” pipe is threaded in 
16 seconds, cut off in 14 
seconds. Where speed and 
good threads are requisite 
a “TOLEDO” No. 999 


stands out. 


A good investment that 
pays dividends from the 
day it is put to work. Your 
trade will like this pipe ma- 
chine. Why not put a ma- 
chine on display and dem- 
onstrate its superior merits! 
We will furnish literature 
and give sales aid. 


THE TOLEDO 
MACHINE CO. 


PIPE MACHINE 





“TOLEDO” No. 999 
%” to 2” Power Pipe Machine 


PIPE THREADING 
TOLEDO, OHIO 


NEW YORK OFFICE & DISPLAY ROOM, 72 LAFAYETTE ST. 


“a 


A Handy Gage 
for Setting Blades 
is included. 








x i 





No Gears to Shift. All 
Controls Centralized in 
Starting Switch. 











would ask, “Here you are, head of 
one of the most progressive and en- 
terprising mill supply houses in the 
South, and you change your busi- 
ness. How come?” 

Patiently, Mr. Van Dyke ex- 
plained over and over. When he 
finally convinced the anxious ones 
that he was still putting out pipe, 
belting and machinery, he decided 
that the other Van Dyke should be 
investigated, before their bank 
checks and laundry got mixed up. 
So he requested the Peabody Hotel 
to have his distinguished double 
phone him on arrival. 

“Another dumb operator !” growled 
Frigidaire Van Dyke, when he got 
the memo, “I can talk to myself 
plenty, without using the phone.” 
However, he decided that anything 
so outlandish must be really inter- 
esting, so he made the call. The re- 
sult was a highly amusing and pleas- 
ant meeting between’ the twin 
strangers. After the shock wore 
off, they were photographed _ to- 
gether and the result is shown here. 

They look alike, they are the 
same age, they weigh the same, both 
are married and have the same 
hobby—golf. Yet they are not re- 
lated and, of course, never met un- 
til the above discovery took place. 

Mr. Van Dyke of Frigidaire is a 
native of Michigan. He lives in 
Dayton, Ohio, and supervises the 
Southern territory. The other, a 
friend and constant reader of Mit 
Suppties, is from East Tennessee. 
Ife is a real factor in his section and 
we are indebted to him for many 


good sales ideas. 





Oliver H. Van Horn, veteran supply man 
of New Orleans was very active in the 
work of the Rehabilitation Committee. 


SS 
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Polish the 
Cogs 


NOW! 


Now, before the wheels of industry shift 
into high speed, is the time to polish 
cogs—and regear them to the tempo of 
the times. 


The old ways will never do for tomor- 





row. Outworn, inefficient methods can- 
not hope to stand up under the keener 


competition that lies ahead. 


Every small detail of plant operation 
must be made to function with a mini- 
mum of waste and every machine must 
be maintained at the highest possible 


ratio of continuous production. 


Belt lacing is a small but vital cog in 
modern plant operation. On its effi- 
ciency depends the maintenance of an 
unbroken productive effort on the part 
of both man and machine. 





Clipper sales have increased immensely sohlbe st the Cheon Wenn pg 


in the last two months. Clipper products Booth 2A, General Exhibit Building. 











are favorably known in every country. 
Check the belt lacing equipment in every 


plant and get your share of the business. Clipper Hooks are 20 1 


— Qiipper 
—e De 
iar! 
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Why 
It Pays 
to Sell 


SIMONDS 


BLUE TIP 


SAW BITS 


I. Because there is a big demand for them 
from millmen who have used Simonds Blue 
Tip Bits found them most satisfactory and 
have told other millmen about them. 


2. Their guaranteed high quality coupled with. 
an increasing demand enables distributors 
to get the price—and profit—on these bits 
when faced with cut price competition. 


2B. They are made to fit any make of saw blade 
that takes a bit style B, F, D, 2, 2!/2, 3 or 4. 


Plan for Saw Bit Sales this Fall. 


Simonds 


“The Saw Makers” 


Fitchburg, Mass. 


Saw and Steel Co. 


Established 1832 
Chicago, Ill. 














Clyde C. Reed Dead 

Clyde C. Reed, of Memphis, prom- 
inently known in the mill supply busi- 
ness, died August 16, at his home. 

Mr. Reed, who was 64 years old, 
was born in Vanport, Pennsylvania, 
and went to Memphis 38 years ago 
from Nashville. In 1903 with the 
late William Duecker, he founded the 
firm of Reed & Duecker and since 
Mr. Duecker’s death, Mr. Reed had 
continued in the mill supply business 
at the old company’s office. 

Mr. Reed’s charities were manifold. 
During and after the war he aided 
French orphans and other sufferers. 
He was an ardent sportsman and a 
devotee of fishing and baseball. 

es 4 
David H. Smith and Sons Appoint 
Petty 

David H. Smith and Sons, Incor- 
porated, Brooklyn, New York, has 
announced the appointment of J. 
Harry Petty as assistant manager of 
hardware, welding wire and_ cold 
drawn steel sales. 

* * * 

Blue Eagle Screams in South 

Reports from 23 distributors in the 
South show all of them to have 


| signed the President’s Blanket Code. 





The following firms have reported 
additional employees as follows: Bat- 
tey Machinery Company, Rome, 
Georgia, 2; Swain-Watson Corpora- 
tion, Danville, Virginia, 2; Turner 
Supply Company, Mobile, Alabama, 
2; Briggs-Weaver Machinery Com- 
pany, Dallas, Texas, 6; Smith-Court- 
ney Company, Richmond, Virginia, 
25‘— increase; Superior Supply 
Company, Bluefield, West Virginia, 
2; Fulton Supply Company, Atlanta, 
Georgia, 4; Logan Hardware and 
Supply Company, Logan West Vir- 
ginia, 3; Bluefield Supply Company, 
Bluefield, West Virginia, 5; San An- 
tonio Machinery and Supply Com- 
pany, San Antonio, Texas, 19; 
Farquhar Machinery Company, Jack- 
sonville, Florida, 2; McGowin-Lyons 
Hardware and Supply Company, 10; 
Wessendorf-Nelms and Company, 
Houston, Texas, 2; Pidgeon, Thomas 
Iron Company, Incorporated, Mem- 
phis, Tennessee, 5; ‘fhe Textile Mill 
Supply Company, Charlotte, North 
Carolina, 3; Hyman Supply Com- 
pany, Wilmington, North Carolina, 
2; Frank T. Budge Company, 
Miami, Florida, 5; and Trimble and 


| Lutz Supply Company, Wheeling, 


| West Virginia. 
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REPUBLIC 
STEEL 
PIPE 










TONCAN 
IRON 
PIPE 


ELECTRUNITE 
CONDENSER TUBES 
OF STEEL, TONCAN 
IRON AND ENDURO 
STAINLESS STEELS 


ELECTRUNITE 
BOILER TUBES 
OF STEEL AND 
TONCAN IRON 


ELECTRIC 
WELD 
MECHANICAL 
TUBING 















— 


YOUR PURCHASE 
OF PIPE AND TUBING.. 


These are days when even little economies count. 























ordering and stocking of pipe and tubing is a good examp 

Your customers depend on you to supply their requi 
ments in steel pipe—in iron pipe—in mechanical tubing 
boiler tubes—in condenser tubes—in special pipe for proc 
lines. A few years ago it was necessary for you to purch 
these products from as many different sources. Today 





can centralize your buying—issue one purchase order— 
ceive one shipment—check one invoice—and write one che 
This simplification is made possible through the ability 





one manufacturer—Republic—to supply all these variq 
kinds of pipe and tubing—Republic steel pipe—Toncan Cq 
per Molybdenum Iron pipe—Electrunite boiler tubes 





condenser tubes, and tubing of soft steel, carbon std 





Toncan Iron and Enduro Stainless Steel. 

Many jobbers now consider Republic as headquarters 
all tubular products, and the advertising that is appear 
regularly in publications reaching almost every field of 
dustry is making Republic products acceptable everywh 
—and therefore making your selling easier. 


REPUBLIC STEEL CORPORATION 


Cs a es ee Oe 2 = Re YOUNGSTOWN, OHIO 
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The letter reproduced on this page testifies to the 8 ee ge 
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soundest type of economy in the purchase and use 


of transmission belting. 


On the hardest drives Bull Dog Gold Edge belt “has 


9 


constantly shown satisfactory performance and the 
Mead Corporation has been velie ved “of the nee essity 
of carrying heavy reserve stocks” because they could 


secure prompt service through the local distributor. 


The experience here illustrated is typical of the sat- 
isfaction rendered by Bull Dog Mechanical Rubber } 
Goods products and the service which a long list of ee ty 
industrial consumers are constantly securing through 


B. W. H. distributors. 


We submit that the B. W. H. principle of qual- 
ity plus protection to the distributor con- 
stitutes the most forward program of 
industrial merchandising in the ; Oe ee, 
Mechanical Rubber Goods Se RO ON LA 


BOSTON WOVEN HOSE, ¢ 


CAMBRIDGE 
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RUBBER COMPANY 


IGE, MA 


MILL SUPPLIES 

































Small tools can cause plenty of grief 
if the customer buys them on the 
basis that they all look alike—there is 
a difference. 





It’s built-in quality, not skin deep ap- 
pearance, that gives Morse Tools their 
widespread acceptance throughout the 
industrial world. 


Morse Tools are sold through indus- 
trial distributors because we know 
this is the most economical way we 
can serve industry. 


MORSE 


TWIST DRILL & MACHINE ae 


NEW BEDFORD, MASS..,U.S.A. 
New York Store Chicago Store 
92 Lafayette Street 570 West Randolph Street 





THE MORSE LINE INCLUDES: High Speed and Carbon 


REAMERS CUTTERS TAPS AND DIES SCREW PLATES ARBORS 


DRILLS 
10) 5 1810) ¢.) 


COUNTERBORES 


MANDRELS TAPER PINS SOCKETS SLEEVES 
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New and Improved Industrial Products 











Centrifugal Motorpump 





HIS pump is intended for use where 

a large volume of liquid is required 
under relatively low head, being especially 
adapted for supplying coolant for machine 
tools, for circulating purposes, sump 
drainage, etc. It is particularly well 
suited for pumping coolant or liquids that 
contain dirt, chips or abrasive particles. 
The design is very substantial, arranged 
for mounting either outside the tank of 
the machine or with the pump set directly 
in the tank if the design of the machine 
permits. A feature of this centrifugal mo- 
torpump is that the discharge pipe can be 
carried vertically, with clearance from the 
motor, thus elimin:z iting the necessity of 
elbows for m: iking an off-set. The motor 
is of the drip-proof type, completely en- 
closed and protected, with the added pro- 
tection of a sealed bearing below the 
motor. In addition to the support given 
by the two motor bearings, the driving 
shaft is further supported by the sealed 
ball bearings just above the water line 
to insure long life and dependability. — 
Brown and Sharpe Manufacturing Com- 
pany, Providence, Rhode Island. Mur 
Suppies, September, 1933. 


Pipe Welding Clamp 


A? NEW pipe welding clamp is adjust- 
able for all sizes within its range 
and is very simple in design. It is made 
at present in two ranges, one from 4- 
inch to 6-inch and the other from 8-inch 
to 12-inch. Other sizes will be available 
in the future. One lever controls the 
action of the clamp, making it very easy 
to put on and take off the pipe. It au- 
tomatically centers the two lengths of pipe 
to be welded and adjustable screw spacers 
keep them the correct distance apart for 
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efficient welding. The pipe is held very 
rigidly. The open construction of the 
clamp leaves an unusually large amount 
of space for tacking. Welded steel con- 
struction is used to give maximum 
strength with minimum weisht.—Oster- 
Williams, Cleveland, Ohio. Mitt Svup- 
PLIES, September, 1933. 


Pulleys 





NEW series of pulleys in a large 

variety of sizes are designed to ac- 
curately fit A and B type belts for power 
transmission needs. Several distinct ad- 
vantages of design and fabrication are 
claimed by the manufacturer. They are 
built to the belt. This insures longer belt 
life and increased economy of operation 
through efficient transmission of power. 
They are die cast from white brass, dia- 
mond bored and balanced to eliminate 
vibration at high speeds. A feature of 
interest to distributors of mill supplies 
is a large merchandising display board 
which carries 58 different sizes in pulleys 
and flexible couplings —The Congress 
Tool and Die Company, Detroit, Michi- 
gan. Mitt Suppries, September, 1933. 


Vibrometer 








COMPACT, inexpensive instrument 

known as a vibrometer for measur- 
ing the amplitude of vibration in machin- 
ery and power equipment has been de- 
veloped. The instrument is particularly 
useful for checking the balance of units 
revolving at high speeds, such as turbine 
rotors, by simple, comparative readings. 
The vibrometer is designed for ease and 
convenience of use. All parts are chro- 
mium and nickel-plated. A sturdy carry- 
ing case is provided. Engineers and 
equipment makers as well as operators 
will find many practical uses for this 
handy, accurate instrument.—The L. S. 
Starrett Company, Athol, Massachusetts. 
Mitt Suppties, September, 1933. 





Gear and Wheel Puller 





NEW puller for wheels, pulleys, 

gears, bushings and pinions, known 
as the Universal gear and wheel puller, 
has been announced. The chief advantage 
claimed for this new tool is its universal- 
ity, the range of work it will handle. Con- 
sisting of aheavy bracket with large pull- 
ing screw and three chains of most any 
length, it will handle work at any dis- 
tance from the end of the shaft. These 
chains are double ended, with standard 
chain hooks for gripping around spoked 
wheels or large gears on one end and 
special hooks that take a close grip for 
bushings, small gears, motor pulleys or in 
close quarters. They come in two sizes, 
pulling capacities of 12,000 or 36,000 
pounds.—Armstrong Bray and Company, 
Chicago, Illinois. Mitt Suppties, Septem- 
ber, 1933. 


Automatic Oilers 





HESE new oilers are of two types: 

constant level and thermal. The 
constant level oilers are designed espe- 
cially for use on electric motor bearings 
and other reservoir bearings with oil- 
ring, packing or ball or roller bearings 
where oil in the reservoir should be 
maintained at a determined level. This 
is done by means of a tube which per- 
mits air to enter and oil to flow from 
the reservoir when the level of oil in 
bearing reservoir drops below the fixed 
and proper level, automatically stopping 
the flow of oil.when this level is at- 
tained. The thermal oilers, designed for 
use on sleeve bearings of the open type, 
are operated wholly by change in the 
bearing temperature. Heat in the bear- 
ing causes an expansion of the air in 
the thermal chamber, forcing small 
quantities of oil, just enough, to the 
bearing. Both types have a visible oil 
supply —The SpeedWay Manufacturing 
Company, Cicero, Illinois. Mitt Sup- 
PLIES, September, 1933. 
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THIS BEAUTIEUL BOOK 


OF AUTHENTIC WATER-COLOR 
ILLUSTRATIONS (interior and exterior) 
e OF THE 


LIORLDS 


WRITE FOR IT ON YOUR 
COMPANY LETTERHEAD 


For twenty years this company's 
close devotion to the conquering 
of waterproofing problems has 
earned an international reputation 
for VALDURA PRODUCTS. 
These include a full line of asphalt 
preservatives and coatings, com- 
pounds, paints and enamels to pre- 
serve and beautify metal, wood and 
other surfaces—they contain abso- 
lutely no coal tar. When you use 
VALDURA products you are 


always certain of real satisfaction. 


A Century of Progress awarded VALDURA 
one of the largest paint orders ever placed. 


All major buildings—both interior and | 


exterior—ere beautified and protected with 
VALDURA ALUMINUM and other 
VALDURA products. 


AMERICAN ASPHALT PAINT CO. 


844 RUSH STREET 
CHICAGO, ILLINOIS 








| 

A. B. Foster, left, and H. J. Lewis of 
Braman, Down and Company, Boston, were | 
| discussing price changes when our pho-| 
tographer dropped in. 


John G. Christopher Passes 

John G. Christopher, founder of 
the J. G. Christopher Company, | 
Jacksonville, Florida, died recently at | 
| his summer home in Claremont, New | 
Hampshire. 

Mr. Christopher, who was 78 years 
of age at the time of his death, 
founded the company which bears 
his name in 1896. He was the third | 
president of the Southern Supply and | 

| Machinery Distributors’ Association | 
‘and chairman and member of its ex- 
ecutive committee on several occa- 
sions. 


* * * 


F. W. Hoetzlein Vice President | 
Penn General 

Frank W. Hoetzlein has been elect- | 
ed vice president of the Penn Gen- | 
eral Supply Company, Pittsburgh, | 
according to information received | 
from W. J. Charles, president of that | 
organization. | 








| A. C. Rankin, general manager of the 
Teague Hardware Company, Montgomery, 
Alabama. In discussing the addition of 
new lines, Mr. Rankin expressed the follow- 
ing view, which may be new to some distrib- 
|utors: “Every new line added diverts so 
much of the salesman’s time from the lines 
now handled, therefore the question is not 
how much may be made from a line but 
| how much more can be made from it than | 
|is being made from lines now handled.” | 











FALL 


| IS APPROACHING 
PLANTS 


ARE BUSIER.... 


@ The Summer is past—vaca- 
tions over—many plants are now 
enjoying increased production. 
More machines are running— 
more belt hooks will be needed. 
Pull that sample Safety Belt 
Hook from your pocket. Show 
how important a part the steel 
binder bars play in eliminating 
accidents to workers’ hands. Show 


io # 


ont eN 





Perfect alignment of hooks certain. Pre- 

vents end s from breaking loose, 

damaging machines and injuring hands. 

Flush fitting of bar with belt reinforces 
connection, 


how easy it is to use Safety Belt 
Hooks—and how they are adapt- 
able to all types of belt material, 
rubber, leather, fabric, balata, 
etc, 


Take advantage of the times by 
carrying a sample of Safety Belt 
Hooks with you all of the time. 
Show their advantages, talk Safe- 





With each box of Safety Belt Hooks you 

get a specially made pair of nippers for 

cutting steel binder bars. Eliminates 
waste and protects hands. 


ty Belt Hooks to all your cus- 
tomers and then demonstrate 
how easily they can be applied. 
Use your Safety Belt Hook sam- 
ple to develop more sales—to 
create greater profits. 


SAFETY 








| BELT-LACER CO. 


TOLEDO - - OHIO 








— 
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Arthur G. Stangel, busy general manager 

of the J. J. Stangel Hardware Company, 

Manitowoc, Wisconsin, directs the indus- 
trial activities of this company. 


G. J. McTigue Dies 
G. J. McTigue, secretary of the 
Logan Hardware and Supply Com- 
any, Logan, West Virginia, died on 





July 2. As yet no one has been | 


elected to the vacancy thus created. 
* * 6 


Rasmussen Salesman Dead 
John Manke, salesman for the 
Julius Rasmussen Company, Milwau- 
kee, died on August 13. Mr. Manke, 
who had been connected with the 
Rasmussen organization for 22 years, 
had covered Wisconsin in recent 
years. Before becoming connected 
with the above company, he was a 
mill engineer. 
x * * 
Lewis Supply Handling Plastic 
Line 
The Lewis Supply Company, 
Memphis, Tennessee, is now stocking 
and handling the A. P. Green Plas- 
tic material line, such as Quik-Pach 
and Sairset. 
Sen K. Miller has been added to 


the sales force as a specialist on in- | 


sulating material under the direction 
of Howell E. Adams who has charge 
of this department. 

* * * 

New Catalogs for Central Rubber 
& Supply and Blish, Mize & 
Silliman 

The Cuneo Catalog Service Com- 
pany has just received an order from 
the Central Rubber and Supply Com- 
pany, Indianapolis, for a new cata- 
log. 

This company is also working on 
an 800 or 900 page catalog for the 
Blish, Mize and Silliman Hardware 
Company of Atchison, Kansas. 
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When 


you order 
ALLENS you've 


SPECIFIED every 


feature your customers 


















want in Hollow Screws 






Chrome-Molybdenum steel, specially heat-treated; 
HOLDING POWER for any needs; deep, true sockets 
for perfect wrench-grip; accurate threading to resist loosen- 

ing in vibrating parts. All these features are brought together 
— and bought together — in Allen screws. No one of them 

should be left out for satisfactory service to your customers. . . 
Hand inspection of every screw makes delivery of uniform quality. 
For 23 years — the trouble-free line for the Jobber. » » » 


THE ALLEN MEG. COMPANY 


HARTrorD, Conn. U.$.A. 
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|W. E. Francourt should be W. E. 





H. H. Riddle, manager of the mill supply 
department of the George Worthington 
Company, Cleveland, is standing beside a 
large valve which has been one of the 
company’s heirlooms for 50 years. 





Correction | 

In the caption of picture of Bur- 
hans and Black employees which ap- 
peared in the August issue of MILL 
Supp.igs, the following errors oc- | 
curred: Lee Johl should be Leo Joh; 


Francouer ; and Tommy Murphy who 
was called a representative of The 
Carborundum Company is in reality 
a Burhans and Black employee in 
charge of the Carborundum depart- 
ment. 

* * * 


Dilworth Orders New Catalog 

J. E. Dilworth Company, Mem- 
phis, Tennessee, has just placed an 
order with R. R. Donnelley and Sons 


| Company for a new catalog to be de- 


livered the latter part of 1933. 
a 


Belcher and Loomis Downtown 
Store Reports Good Sales 
The Belcher and Loomis Hard- | 
ware Company, Providence, Rhode 
Island, reports satisfactory sales at | 
its new downtown retail store, which | 
was opened on May 12. This store 
was reestablished in the downtown | 
section after an absence of a few 
years. 








Display room of the Machinists Tool and | 
Supply Company, Los Angeles, California. | 201 DANA ST., 


What Users Say About 
Model-A Beaver 


4 to 2” Pipe Machine! 





I have had this machine for eight months. 
I bought it for one job that I had $3,000.00 
for labor figured. We cut and threaded all 
the pipe on this job from % inch to 6 inch 
with the machine. When this job was com- 
pleted we paid out only $1,8000.00, saving 
$1,200.00 on one job. 

This machine has been in constant use, cut- 
ting big pipe. I have not as yet replaced the 
dies. It is the finest machine | have ever 
owned—TI can’t say enough for it. 

(Signed) John J. Hassett, Jr., 
Huntington, L. Island. 


We have not spent a cent for repairs and 
the same dies are in the heads that came with 
the machine, thanks to the direct oiling sys- 
tem. And the spring feed cutter is far ahead 
of a hand feed one for the operator cannot 
force the cutter and break the knives. 

After almost two years of hard work, not 
in the shop, but on the job our machine looks 
like new. We are more than pleased with it 
and stand ready to recommend it to any one 
in the market for a machine of this type. 

(Signed) Poston Brothers, 
Burlington, Ky. 





This machine has been out on construction 
work, and I have interviewed the men who 
have used it, and they all speak very highly re- 
garding it. In fact, as business improves, it 
is our intention to purchase several additional 
machines. 

(Signed) Phoenix Sprinkler & Htg. Co. 

Grand Rapids, Mich, 





This machine was purchased in November, 
1931, when we were installing a new boiler 
and saved a good part of its cost on this job 
alone. It has been in almost daily service 
since then and has given no trouble whatever. 

In addition to threading standard pipe, we 
have threaded B. & W., Boiler Pipe, monel 
pipe, brass pipe, and hard rubber pipe, with 
excellent results on each. 

(Signed) The Thomas Steel Company, 
Warren, Ohio. 

We have found the machine satisfactory in 
every respect. It is in almost daily use and 
has proved itself to be a time and labor saver. 

(Signed) The Gardner-Richardson Co., 

Middletown, Ohio. 

This machine has been in almost constant 
use, and we have only praise for it as it has 
given us no trouble whatever. It is a great 
addition to our shop and certainly saves a 
lot of time for our men. 

(Signed) The E. J. Smith Hard- 
ware Company, 
Collinsville, Conn. 





It is a great addition to our shop equipment, 
and has proved itself to be a time and labor 
saver, as well as perfecting our work, 

(Signed) The Taylor-Winfield Corp. 
Warren, Ohio. 


Write for Complete Information 


The Borden Company 


WARREN, O. 
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Ellfeldt Distributes Two New 
Lines 

The Ellfeldt Hardware and Ma- 

chinists Supply Company has been 


appointed Kansas City distributor | 


for Veeder counters, manufactured 


by Veeder-Root, Incorporated, and | 
Ferry patented acorn nuts, manufac- | 


tured by the Ferry Cap and Set 
Screw Company. 
* es 
Salesman Available 
A man, 32 years of age, with 15 


years’ experience selling mill supplies | 


throughout the Middle West, is seek- 
ing a connection with a distributor. 


He is also open to propositions as a | 


factory representative. Address in- 
quiries to Managing Editor, MiILu 
SUPPLIES. 








C. D. Jersey is now general manager of the | 
Stacy Supply Company, Springfield, Mas- 
sachusetts. He comes to this company 
with a background of manufacturing ex- | 
perience. 


Three New Lines for Central 
Rubber 
The Central Rubber and Supply 
Company, Indianapolis, Indiana, has 
taken on the distribution of Colson 


Casters, Alemite lubrication, and Ex- | 


ide storage batteries. 
ok * * 
Change in Address of Munnell 
and Sherrill 


The address of Munnell and Sher- 
rill, Portland, Oregon, has _ been 
changed to 400 S. W. First Avenue. 
Location of the plant remains the 
same. This company has been ap- 
pointed distributor for Rockwood 
pulleys and motor bases in the Port- 
land territory. 

































You can do more work and better work with less effort when you 
let these powerful tools multiply man power. Cut a 34” bolt or 


a 54” rod; split a ‘frozen" nut; go 
through a 54” cable or a piece of I'/2 
x 9/32” strap or flat stock. Any one 
of these operations in thirty seconds 
or less with a Porter portable two-hand 
cutting tool. Small size to fit a tool 
kit. Giant size for big jobs. Special 
jaws cutting at side, at end, or at an 
angle. 













Ask any good Hardware 
Jobber or write directly to us 
for circular and price list. 

















ne, YS) wh 
Tagyed seed ee} Me Fave an 


Immediate 
COUPLINGS Maches 


HIS modern brass fitting service—complete for gas, air and oil 
lines—provides you with the means to turn today's sales efforts into 
quick profits. 





















The demand for Imperial Couplings not only exists now; it is increas- 
ing daily. So it is a wise distributor who makes an investigation of 
the merits and sales possibilities of this line without delay. 

The self-evident built-in extra strength of Imperial Brass Fittings will 
very definitely help you sell them, as it is helping other distributors. 
The careful machining and finishing of every item, making it impossible 
for burrs to become loose and possibly clog up lines or interfere with 
moving parts, is another strong selling point. 





We will be glad to send you 
our complete catalog and the 
Imperial Fitting chart—an  un- 
usual aid to distributors and 








IMPERIAL BRASS 


their salesmen. Just ask for 
them. MANUFACTURING CO. 
Your inquiry on Imperial Weld- 544 So Rants Avenus 


ing and Cutting Equipment and CHICAGO 


Imperial Paint Spray Equipment 
is also invited. 

















Sl ne (i SW 
i) * aa 


y A = 





MILL SUPPLIES 















IFE depends on your choice of a hoist. The inspection 
plate on your Wright Hoist means it is thoroughly 


tested under 50% over-load, on a long ton basis. 


The name“Wright"on your hoist signifies utmost qual- 


ity of material and workmanship. Speed and ease of 
operation... and, above all, assurance against failure. 


Distributors Serve Industry Economically. There is a 


Wright Distributor nearby. 


WRIGHT MANUFACTURING DIVISION 
of the American Chain Company, Inc. 
YORK © PENNSYLVANIA 











WO REGRET 





| THE THOROUGHBRED OF HOISTS | THOROUGHBRED OF HOISTS 


me HAS Told- 


The true measure of Clark quality, 
accuracy and uniformity can best 
be gauged by the bolt-buying pref- 
erences of three generations. 
Since 1854, through good times 
and bad, the demand for Clark 
Bolt products has been on the con- 
stant upgrade. Time HAS told. 


Write for our new catalog. 


CLARK BROS. BOLT CO. 
Charles Street - Milldale, Conn. 


Since 54 


Chase and Cooledge Distributes 
Colgate-Palmolive Industrial 
Soaps 

The Chase and Cooledge Company 
Holyoke, Massachusetts, has taken 
on the distribution of the line of in- 


| dustrial soaps manufactured by Col- 





gate-Palmolive-Peet. 
*x* * * 


Boston Woven Hose Line for 
Farquhar Machinery 
The Farquhar Machinery Com- 
pany, Jacksonville, Florida, has been 
appointed distributor for the line of 
mechanical rubber goods manufac- 
tured by the Boston Woven Hose 
and Rubber Company. 
ee © 


New Jersey Engineering and 
Supply Adds Two Lines 
The New Jersey Engineering and 
Supply Company, Passaic, New Jer- 
sey, is now distributing Hygrade 
Sylvania lamps and Graton and 
Knight Leather Belting. 


* * * 


Goodyear Line for W. S. Wilson 
The W. S. Wilson Corporation, 
New York City, has taken on the 


| Goodyear Tire and Rubber Com- 


pany’s line of mechanical rubber 


| goods. A specialist, who for many 
| years was an outside salesman for the 


United States Rubber Company, has 
been employed to surpervise the sale 


| of the line. 


*k * x 


Barde Steel Distributing Una 
Welding Equipment 
The Barde Steel Company, Seat- 
tle, Washington, is now handling 
welding equipment and welding rods 
manufactured by the Una Welding 
and Bonding Company, Cleveland. 





A trio of W. M. Pattison Company sales- 
men: Thomas Ramsay, Dick Tahsler and 
Evan Jones. 
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$150 


LIST 
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Vulcanizer for rubber belting which makes | 
possible rush deliveries on endless belts 
|by the Sager-Spuck Supply Company, 
| Albany, New York. 


The Bronze to Bronze — — “s 





Ground Ball Joint Evansville Supply Handling 
The two bronze rings give | Alemite Line 
a perfect fit because they | Alemite industrial lubrication, con- | 
are machined and ground sisting of a full line of compressors, | 
to a true ball joint arc, | fittings and accessories, is being dis- | 
thus assuring a wide bear- tributed by the Evansville Supply 


ing. The last turn of the 
pipe wrench brings the 
two rings into perfect | x ok Ox 
contact without jamming. 


Company, Evansville, Indiana. 


| Ellfeldt Hardware Handling 
| Parker-Kalon Thumb Screws 
| The Ellfeldt Hardware and Ma- 
When You Sell pong tome y seh on gree 
City, Missouri, has recently taken 
a DART UNION ‘on the distribution of Pectin Sint . 
\cold forged thumb screws. 


| 





| 
| 
* * & | 
| 


| 
you guarantee quality and Western Iron Stores Distributes | 
satisfaction, build repeat National Twist Drill Line | A Signal product with a_ back- 


business and make larger 


fit W 2 ground of more than 40 years as 
pront. e give two 


The line of drills, reamers, milling 
e of drills, re ~~ 5 successful producers of small mo- 













unions free for any DART cutters and hobs manufactured by | tors ... this is a high grade inter- 
| UNION proven defective the National Twist Drill and Tool mittent service, light duty, portable 
t through faulty material Company is now being distributed by | = Reape Mang Resse p Anais 
or workmanship. | the Western Iron Stores Company, ox un “ovestiesuamiee” ttn .-< . 
| Milwaukee, Wisconsin. | % inch size, with a powerful Sig- 
nal Universal motor for D. C. or 
© * * A. C. 110 volts ... weighs 6 
| | | pounds, drill body and handle are 
i cast aluminum; gears are special 
New Address for Hall Perry heat-treated alloy that operate in a 
) Machinery Company | grease-tight chamber . . . equipped 
| Address of the Hall-Perry Ma-| With & make-and-bresk ewitch, » 
: é - is three jaw chuck, and is furnished 
chinery Company, Butte, Montana, | with 8 feet of heavy duty rubber- 
will be P. O. Box 1367 after Septem- — cord with rubber plug and 

ber 1. -_ 
T | A *k * * Let us send you complete informa- 


tion, prices and discounts. 


BRONZE -TO-BRONZE | 
New Lines for Bluefield 


| 
| TEES—UNIONS—ELLS—SCREWED—FLANGED | Supply Company — Signal Electric Mfg. Co. 
| Caterpillar equipment, wrapping | Menominee, Michigan 
E. M. DART MFG. CO paper, commercial calcium chloride, | Founded 1892 
PROVIDENCE, R. I. Waukesha motors and parts and 
Sales Agents: spray Duco are among the new | 
See items added to the line of the Blue- | 
| Canadian Factory: field Supply Company, Bluefield, | 


Dart Union C , Ltd. Fg. Gress 
_ Surente, Guanes | West Virginia. | 





Manufacturers Tell Us »» 


Of personnel changes, new sales plans, new literature, changes in 
quarters, new distributors appointed, and other facts of interest 











Regulator Companies Change 
Name 

The Mason Regulator Company of 
Boston, manufacturers of automatic 
regulating and control equipment, 
and the Neilan Company, Limited, of 
Los Angeles (subsidiary of the Ma- 
son Company), have consolidated. 
The name of the new company is the 
Mason-Neilan Regulator Company. 





| 





The engineering, manufacturing 
and sales departments of the two in- 
dividual companies have been com- 
bined at 1190 Adams Street, Boston, 
Massachusetts. F. Kenneth Mor- 
rison, former sales manager of the 
Mason Regulator Company, will con- 
tinue in this same position for the 
consolidated company. Douglas H. 
Annin, chief engineer of the Neilan 


A large attendance at the Republic Rubber Company’s annual picnic was directly 


traceable to these two publicity agents. 
it or not, a pipefitter. 


At the left is Art Campbell who is, believe 
The elderly “lady” is “Skinny” Miles, a carpenter. 


Reports 


from Youngstown indicate that their passage through the plant nearly disrupted 
the organization, but that results justified the loss of time. 
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Company for several years, will serve 
in a similar capacity in the new Ma- 
son-Neilan Regulator Company. 


This union brings under the Ma- 
son-Neilan trade-mark a complete 
line of automatic pressure regulating 
valves, liquid level controllers, as well 
as compensated instruments for con- 
trolling pressure, temperatures, rates- 
of-flow and combustion. 


* * * 


Gilmer Entertains Employes at 
Annual Picnic 

The L. H. Gilmer Company, 
Tacony, Philadelphia, held their an- 
nual employes’ picnic on Saturday, 
August 5, at the Columbus Country 
Club, Eddington, Pennsylvania. Seven 
hundred were present as the com- 
pany’s guests. 

A snappy five-inning baseball game 
between the rubber and weaving de- 
partments began the program in the 
morning, followed by races, games 
and stunts, an exhibition of wrestling, 
and swimming in the Delaware River, 
and ending with a dance in the eve- 
ning. 

Winners of events and holders of 
lucky numbers were awarded a total 
of 43 prizes including the lucky 
couple dance prizes and a watermelon 
to Herby Turk, the janitor. 

srief addresses were made by John 
S. Krauss, president of the Gilmer 
Company, who expressed apprecia- 
tion of the fine spirit displayed by all 
departments and by H. R. Disston, 
who remarked upon the need for close 
understanding and cooperation among 
all, especially during these unusual 
days. 

oo. 


Boston Woven Hose Appoints 
Fuller Supply 

The Boston Woven Hose and Rub- 
ber Company, Boston, has appointed 
the Fuller Supply Company as its 
representative in the Grand Rapids, 
Michigan, territory, according to in- 
formation received from R. E. Con- 
der, sales manager. 
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IN STANDARDIZED 
PULLEYS & FLEXIBLE COUPLINGS 














€ Congress Pulleys are actually built a : Mn 
: - THEY'RE BUILT TO THE 
A. H. Schabel, Johns-Manville representa- wid Py cg eg — efficiency o fy a 
tive, talks it over with Robert A. Mills of ice hl ig lg Pagid y 
the H. W. Mills Company, Paterson, New Ty, ; i ‘ geen heel - “4 - 
ening ype belts. Congress Pulleys are 


die cast from white brass—are accurately bored, perfectly balanced, 


| ee vibrationless, with extra high tensile standards. A variety of sizes 
Caster and Floor Truck Manufac- | and bores are available from stock in round 
turers Organized | SS STANDARDIZED BQ, belt, V-belt and crown face designs—also 


accurately bored and balanced flexible 
@Oeee ee couplings for all types of power shafts. 


The Caster and Floor Truck Man- | 
= - Special descriptiv tal ith i 
P y » pecia escrip' e catalog wit prices on 
ara fs S| RY request. 
ek 


ufacturers’ Association was organ- | 
& Dealers — Distributors 


ized on a permanent basis at a meet- 
ing in Chicago on August 3 and 4. 
This large merchandising and_ display 
board contains 58 pulleys and _ flexible 


Articles of association, by-laws and 
a code of fair practice for the in- 
couplings. Get our special dealer propo- 
sition which insures quick turnover and 


dustry were adopted. Headquarters 
large profits. 











of the association will be at 60 East 
42nd Street, New York City. 

The officers and directors elected 
are as follows: president, J. F 


Thomas, general sales manager, Nu | CONGRESS TOOL & DIE Co. 


ting Truck Company, Faribault, Min- | 8214 Collins Avenue Detroit, Michigan 
nesota ; vice-president, Hall Kirkham, 
receiver, The Colson Company, Ely- | oe aa 


ria, Ohio; secretary-treasurer, John 

A. Cronin, 2020-60 East 42nd Street, 
MONO.-BILT 
WireWheel Brushes 


New York City; directors, for three 
Interchangeable Centers 








l 
| 








years—M, T, Williams, mazaging di- 

) rector, Bond Foundry anc Machine 

Company, Manheim, Perimsylvania, 

and N. L. Jarvis, president, Jarvis | 
and Jarvis, Incorporated, Palmer, 
Massachusetts; for two years—Wil- 
liam H. Noelting, vice-president, 
Faultless Caster Company, Evans- 
ville, Indiana; and Ezra Clark, vice- 
president, Clark Tructractor Com- 
pany, Battle Creek, Michigan; for 
one year—Hall Kirkham, The Colson 
Company, and L. C. Conner, partner, 
Orangeville Manufacturing Com- 





—a leader in a quality line 


ONO-BILT Wheels are made of specially 

drawn, thoroughly crimped wire, assembled 

under heavy pressure. They are intermingled 

into a brush of exceptional strength and dur- 
ability. 





The Mono-Bilt is a complete unit, ready for 
easy mounting. Compact solid brushing face 
assures uniform buffing power. Counterbal- 





. —————— — 
ee ~ 


pany, Orangeville, Pennsylvania. | EFFICIENT— COMPACT anced core eliminates excessive vibration. 
’ ’ A Complete Unit Removable arbor adjustment adapts wheel for 
e + = NEXPENSIVE DURABLE use on any size shaft up to 1'/2 inch diameter. 

— Feundey a Catalog | REMEMSER Made in a variety of sizes. 


A new 56-page booklet, featuring Write for complete information on this and 


ae ‘ : ies legs QUALITY other items in the all-round Milwaukee Line of 
Universal cast iron pipe and httings MILWAUKEE Bristle, Wire and Fibre Brushes, hand and power 
and Dual-Lock joint cast iron pipe qorot BRUSHES naa 


operated. Our distributor arrangements will 








) 

| and fittings, has just been issued by MEANS “BRUSH EXCELLENCE” appeal to you. 

the Central Foundry Company, New 

York City. 

| This abridged catalog is well illus- THE MILWAUKEE BrRusH MANUFACTURING Co. 
trated to show applications and con- 

| tains vital information about the va- 2212-2236 North yng seemaniaiuiis preggers age 
rious types and sizes of pipe and fit- | QUALITY INDUSTRIAL pera Bee REQUIREMENTS 

| tings featured. | 
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A Century of Dependable 


Service to Industry 


NEW TOOLS NEEDED: 


NEW 
SELLING OPPORTUNITIES! 


To meet the need for new tool equipment it is only 
natural that production men would turn to the equip- 
ment which has served them best in the past—Brown 


& Sharpe. 


This substantial increase in orders for new tools and 
equipment has resulted already in a sizable increase 
in the business of Brown & Sharpe Dealers. And with 
the Brown & Sharpe policy of protecting the dealer 
there is a renewed opportunity for profitable busi- 
ness for the dealer carrying the Brown & Sharpe line. 


Brown & Sharpe Mfg. Co., 


BS 


Brown & Sharpe Tools 


“~World’s Standard of hesieininaiedlll 


Providence, R. I., U. S. A. 





1933 











ATKINS| 


STEEL TLS AWS 


wt 00 ove pan? 


In the guarantee that Atkins 


SILVER STEEL Hacksaw Blades 
with the “Blue End” will cut six 
times more metal than any ordinary 
tungsten blade, you have the key to 
your sales efforts. 

These are the days when maxi- 
mum value at reasonable cost is de- 
manded by your customers. 

In Atkins Hacksaws you have the 
answer to both requirements. The 
guarantee insures fine quality. Our 
policy insures fair prices to your 
customers — and real profits for 
yourself. 


E. C. ATKINS 
AND COMPANY 


INDIANAPOLIS, IND. 

















To Distributor Executives: 


When you have gone through this 
issue of MILL SUPPLIES, ask your- 
self if it would not be worth four 
cents a man to you to be assured 
that every one of your salesmen ob- 
tained the full benefit of the many 
sales-building helps it contains. 


| At a cost of only four cents a month, 
/you can (as hundreds of other dis- 


tributors are now doing) send MILL 
SUPPLIES to each one of your sales- 
men’s homes. There, in one or two 
evenings a month, they can absorb 
enough valuable information to re- 
pay you hundreds of times over for 
the small expense you have incurred 
in sending the magazine to them. 


Send us today the names and ad- 
dresses of the men who should re- 
ceive the Magazine. A bill will be 
sent you later. 


MILL SUPPLIES 


520 N. Michigan Ave., Chicago, Ill. 








} 
| 





Oxy-Acetylene Welding 
A show worth seeing at A CEN- 
TURY OF PROGRESS will be 
found on the ground floor of the 
Hall of Science, where continuous 


demonstrations and motion pictures 
of oxy-acetylene welding and cutting 
are given in spectacular fashion in a 
sunken amphitheatre located in the 
exhibits of Union Carbide and Car- 
bon Corporation. 

You look down into a huge metal 





_ bowl flooded with light from con- 


cealed sources, and as you watch, an 
opening appears in the base of the 
bowl and a workman is seen actu- 
ally using the oxy-acetylene welding 
and cutting outfit. After each weld- 
ing demonstration the lights fade 
out, the demonstrator disappears and 
a short motion picture is thrown on 
a screen to illustrate other uses of 
oxy-acetylene welding and cutting. 
Everyone is thus afforded a simple 
explanation and splendid example of 
the uses of the oxy-acetylene weld- 


ing and cutting process. 
* ee 


| Osborn Issues Condensed Catalog 


The Osborn Manufacturing Com- 
pany, 5401 Hamilton Avenue, Cleve- 
land, Ohio, has just recently issued 
a new thirty-two page industrial 
brush catalog No. 185. This is a 
condensed catalog containing the 
most popular numbers in the com- 
plete line of Osborn industrial 
brushes. 

Among the features of the new 
catalog are two charts which are de- 
signed to help the buyer or user 
select the correct paint or varnish 
brush, or the correct wire wheel 
brush. In addition to the wheel brush 
chart, there are two pages of helpful 
information on wire wheel brushes. 
All other types of brushes in the cat- 
alog are classified for the kinds of 
work they are designed to do, in or- 
der to simplify the selection of the 
correct brush. 


UMI 
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Yale and Towne Purchases W alker 
Vehicle Company and Auto- 
matic Transportation 
Company 

The Yale and Towne Manufactur- 
ing Company, New York, has an- 
nounced the purchase of the real 
estate, machinery, tools, inventory, 
patents and goodwill of the Walker 
Vehicle Company and the Automatic 
Transportation Company, of Chi- 
cago, makers of industrial electric 
trucks and commercial electric street 
vehicles, which lines supplement and 
complement the extensive lines al- 
ready manufactured by the company. 
It will continue the manufacture and 
sale of the complete line of each 
company at 101 West 87th Street, 
Chicago, retaining the present per- 
sonnel with F. H. Tinsley in charge. 

* es 
Republic Engineer ConductsGreat 
Lakes Sales Conference 

Carl Zieme, service engineer for 
the Republic Rubber Company and 
chairman of the specifications com- 
mittee for the rubber industry, con- 
ducted a sales conference for the 
executives and salesmen of the Great 
Lakes Supply Company in Chicago 
on Friday night, August 25. The 
meeting was arranged by Ralph 
Gattshall, manager of distributor 
sales and led by William Ritzen- 
thaler, sales manager. 

His discussion was illustrated with 
a series of slides showing in detail 
the construction of various kinds of 
rubber goods. These slides were 
supplemented by samples in various 
stages of completion. 

The Republic Rubber Company is 
undertaking meetings of this kind 
with the idea of making the sales- 
men of their distributors better qual- 
ified technically. If the interest of 
Great Lakes salesmen is a criterion, 
distributors are anxious for informa- 
tion of this type. 

* * * 
Manufacturer Seeking Kansas 
City Representative 

A well-known manufacturer, sell- 
ing to industrial and automotive dis- 
tributors, is seeking a representative 
in Kansas City, Missouri. Prefers 
man familiar with distributors in this 
territory. 

Compensation will be on a commis- 
for all business received 
from the territory. Address inquiries 
to Managing Editor, Mitt Suppvies. 


sion basis 


| Philadelphia Office: 617 Arch St. 








Bond Improved Double Ball Race 


n Bond Universal Ring Oiling 
Swivel Truck Caster (Patented) 


Shaft Hanger (Patented) 


ORE than a third of a century's experience in accu- 





rate designing and careful building has earned for 
Bond Products their universal acceptance. In every in- 
dustry Bond truck casters and Bond power transmitting 
machinery are giving the kind of service that has lead 
purchasing departments to repeatedly “Standardize on 
Bond”. It will pay you to sell this accepted line. 


ona Foundry & Machine Co. 


Manheim, Lane. Co., Pa. 





WE 00 OUR Pant 





New York Office: 30 Church St. 
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ROPER pp,,, 


= p Sales 
are Increasing Daily! 










Hand 


or Power 
Drives 














1 to 300 
Gallons 
Per Minute 





Are You Getting Your Share? 


You should be getting your share of the excellent pump business 
we are now enjoying. No question about it. You have the sales- 
men and you have the contacts. We have a good product, a varied 
line, reasonable prices, and a liberal Distributor policy. 


Go after Roper Pump sales in the Industrial, Commercial and 
Consumer markets. Some of these markets belong to you. Sell them 
and boost your profits for the remainder of 1933. 


Write for an explanation of the Roper Distributor Policy. 


GEO. D. ROPER CORPORATION 


Branch Offices: Philadelphia, Chicago, Dallas, 
Minneapolis, Atlanta, San Francisco 






Factory: 
Rockford, Ill. 
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What stiles It 
Its Power? 


Tue power so neces- 
sary to move heavily loaded cars under 
adverse conditions is built into the ATLAS 
by the correct application of com- 
pound leverage. 












You can sell 
ATLAS with confi- 
dence that it will do 
the work expected of a 


good car mover. If you are not handling 


ATLAS now, write us for details. 


ont INDUSTRY Fc, 
On 





APPLETON 
CAR MOVER COMPANY 


Appleton Wisconsin 


THEY’RE SAFE 


With This 




























They used to 
buy RID s 


P « led because of this 
i guarantee, Now 
Ger or on they know it 
the ground— isn’t needed— 
mechanics can but it’s still 


depend on the there. 
sure powerful 
crip of the 
RIAID. No 
slipping, no lock- 
ing. Instant take- 
hold and let-go. No 
accidents, 


But that’s only one rea- 
son why the RIOID 
is so popular. The full- 
floating hook jaw with 

its useful pipe scale; re- 
placeable heel jaw; adjust- 
ing nut that fairly spins in 
open housing; strong I-beam 
handle with handy hangup 
hole. Get them to try it once 
and they'll like its advantages 
over ordinary wrenches. 


The Ridge Tool Co., Elyria, O., U.S.A. 


Rikzaib 


PIPE TOOLS 


| Harnischfeger Exhibit Creates 

Unusual Interest at ‘“Cen- 
tury of Progress” 
| One of the most unique exhibits 
| under the huge dome of the Travel 
and Transport Building at the “Cen- 
tury of that of the 
Harnischfeger Corporation located in | 
group number 9. 


Progress” is 





| 


all welded together, this novel booth 
attracting widespread attention 
| among “Fair” visitors. 


| is 


Within the booth visitors may see | 


| 





the P & H-Hansen are welder in ac- 
tion joining various metals in the most 
modern fashion. The attendant in 
| charge will demonstrate the welding 
of various kinds of alloys, including 
aluminum, which heretofore have not 


been commonly fabricated through the | 


electric arc welding process. 

The P & H-Milwaukee hoist is also 
in action within the booth. Visitors 
are invited to operate the hoist, dem- 
onstrating the speed and ease of con- 
| trol of this material handling unit. 


In addition to novel performance | 


demonstrations and the display of 
welded samples, pictures trace the 
origin and development of the elec- 
tric traveling crane. 





Exhibit of the Armstrong Brothers Tool 
Company at A Century of Progress expo- 


sition in Chicago. It is located in the 
General Exhibits group. 


| Constructed of various metals such | 
| as aluminum, copper, brass and steel | 





NOW IS THE TIME 
You Can SELL a Real 
‘Grade A No.1 Lathe 
that Retails for $79 


Shops and factories are beginning to tool 
up for new business. An Atlas 9” Lathe 
will pay for itself very quickly—to replace 
heavy expensive equipment ... to do 
light jobs with power economy .. . to 
handle small lathe jobs in garages and 
machine shops. 






Atlas Lathe 
9” Screw Cutting 


| Made by manufacturers ” the famous 
| ATLAS ARBOR PRESSES 


You know that means quality. The price 
is right. $79 complete as illustrated, less 
| motor. 18” between centers (also larger 
| sizes). Modern-design in every way. A 
| real quality lathe sold with a two weeks’ 
trial and money back guarantee. Easy 
terms. Write for free catalogue of lathe, 
tools, and attachments. 


Write for free catalogue 


ATLAS PRESS COMPANY 


1840 Pitcher St., Kalamazoo, Mich. 








Bolt and screw 
buyers prefer to 
stick to ON E 
line that is com- 
| plete enough to 
_ provide for their 
varied needs . 





_ that’s 


Ottemiller 


—and 
and 

dimensions, 
miller seeks first 
place. You _ don’t 
have to apologize 
for anything Otte- 
miller makes and 
ships. 


in quality 
uniformity in 
Otte- 











| We also sell 
Dardelet Thread 
| Screws 


| THE Wm. H. 
OTTEMILLER 


| COMPANY 
York, Pa. 
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Business Needs 


Courage 
By 


TOM ANDERSON 
Sales Manager, 


Riverside Mills, 
Augusta, Georgia 
HE Industrial Control Bill un- 
der the National Recovery Act 
opens gates and gives business 
of all kinds an opportunity to reshape 
policies to put industry back on solid 
ground. 

A decidedly sensible move for the 
good of the greatest number, this 
law geared up with sensible, practi- 
cal, unselfish planning for better 
hours, more labor pay, more activity, 




















mac sien 
Re ardless ol the many claims fan Seetune 
made for hacksaws today, LENO x ; 
DISTRIBUTORS need have no fear 
ol competition We will continue to fur- 
nish the same high quality product 
that has built our prestige to its 


present position 


OUR SALES POLICY 


We sell exclusively through dealers 
with no rebates or concessions... 


ae44424646644 


442464667 





more outlets and likewise better mar- 


kets has the approval of all industries | 


and once again erects a tombstone on 
the grave of old man depression. 





Tom Anderson 


The sure hope of restoring indus- 
try to a more normal basis is to be 


found in the intestinal fortitude of | 


the individual business, to adapt it- 
self to circumstances and thus give 
its energies full play. Waiting for a 
change is the surest way to defer it, 
and cutting prices, absorbing the 


legitimate profit, will not improve | 


the situation. 

There has been too much talk of 
“tomorrow,” too much dependence 
on what we hope tomorrow will 
bring, too much thought that prices 
cut to the bone will bring prosperity. 
It never has and never will. 

Tomorrow will not, because it can- 
not, do anything at all about busi- 






















LENO 


HACK SAWS 
BAND SAWS 


AMERICAN SAY 
& MFG.CO. 


SPRINGFIELD, MASS., U.S.A 


a“ 


the Blade in the Plaid Box” : 


~~ 
2 ee eee 
ESSE KEHOE 








One Man Can Do 
A 6-Ton Job 


with 


Coffing Hoists 


“PRODUCTS OF NECESSITY" 


1 


The New Electric Coffing 
Hoists. Capacities: 4, 
V2, | and 2 tons. Weights: 
75 to 85 Ibs. 








2 


Model A—%% ton; Weight: 
{4 Ibs., and Model F— 
1/2 ton. Weight: 25 Ibs. 


3 


Our Model F -T—Capacity: 
3 tons; Weight: 34 Ibs. 























No. 
" 4 


Model Z—Capacity: 6 
tons; Weight: 65 Ibs. 





No. 4 


No. 2 


No. 3 





Coffing Hoists cost considerably less. They are light, 
compact, powerful—possess a large safety factor—will 
operate in many positions in which ordinary hoists 
will not. 

There is no question about it. You can sell Coffing 
Hoists to a large market in your territory—at a decid- 
edly worth while profit. Write for complete details. 


"Toe ease with which one man can operate Coffing 
Hoists is one reason why distributors are selling Cof- 
fing Hoists today. 

Plants of all types are placing immediate orders for 
this modern hoisting equipment, because of its plainly 
evident speed, efficiency and economy. 


313 E. Van Buren St. COFFING HOIST COMPANY Danville, Ill. 
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The Reputation Behind 


MARVEL 


HACK SAW BLADES 
AND HOLE SAWS 


Makes Sales Easier 


Sales resistance is less 
handle Marvel Products. 





a factor when you 
Their exceptional per- 


formance is widely recognized among industrial 
buyers. Marvel hack saw blades and hole saws 
possess a cutting edge of genuine high speed 


steel, welded to a body of tough, special alloy 
steel, thus eliminating breakage. Their quality 
is plainly evident Investigate your opportu- 
nities for more sales at good 

profits with the Marvel 
Line. 







Armstrong- 
Blum Mfg. Co. 


The Hack Saw People 
353 N. Francisco Ave. 


CHICAGO 
U.S.A. 





THIN MODEL 


WINSJ 


The No. 41 Levolier Thin Model 


Switch above is less than 5<-inches 
in thickness . . . In spite of its small- 
ness it retains all of the practical char- 
acteristics of the famous Levolier line. 


For practicability ,and ruggedness, this switch 
is a thoroughbred winner. You'll make no 
mistake in choosing Levolier Model forty-ones, 
and there are variations of this model for 
other needs. Write for Literature. 


PACGILL 


MANUFACTURING CO. 


ESTABLISHED 1 


VALPARAISO - INDIANA 











Box No. 669 


ness. 
needs is the courage to face the issue 
today, to work harder, to remove the 
hindrance of excess caution, to sell 
at a profit without the hobbles of con- 
cessions, cut prices and foolish terms. 
Tomorrow is splendid, if we expect 


less of it and demand more of our- 
selves. The law of compensation still | 


operates infallibly. We get no more 
than we deliver in straight thinking 
and intelligent effort. 

Faith and courage are the need of 


the hour. No industry or enterprise | 


can market its product—whether it 
be industrial supplies, furs, hides, 
tallow, gum, cotton goods, wheat, 


| steel, or what not—without a legiti- 


mate profit and hope to continue in 


| business for any length of time. The 


institution that sells its wares at a 
loss renders no permanent service 
either to its trade, its industry, or 
itself, 

“Count that day lost 

Whose low descending sun 

Finds prices shot to hell 

And business done for fun.” 

* * * 
New Felt Products Catalog 


A new 78-page catalog in two 


colors, completely illustrates and de- 


scribes the line of mechanical pack- 


| ings manufactured by the Felt Prod- 
| ucts Manufacturing Company, Chi- 





cago, Illinois. Data given includes 
description, sizes, feet per box and 
approximate weight in addition to 
application information. 


W. H. Scott of the Syracuse Supply Com- 


What you, what all business | 








You'll Like This Line 


| F IRST, because the clean, 
sharp threads and _ all- 
round merit of our screws, 
bolts and nuts will appeal 
immediately to your trained 
judgment. 

Second, because the same 
appeal will register imme- 
diately with your customers 
—and will produce sales. 

Finally, you will appreci- 
ate our ability to supply 
you quickly with your re- 
quirements from large and 
complete stocks, packed in 





ATTA LATA 


extra strong, convenient 
sized cartons. And our 
profit margin will satisfy 
you. 


Write for our illustrated 
catalog and distributor ar- 








pany, Syracuse, is shown here between a | 
couple of manufacturers’ representatives: | 


S. E. Goldstein, Beacon Wiper Supply Com- 
pany, left; and R. B. “Bill” Ross of the 
Goodyear Tire and Rubber Company, In- 
i corporated. 


rangements. 


= e 

= Cap, set, wood and 
= lag screws, 

- Bolts, 

~ Nuts, 

= Special Work 





Rockford Screw Products Co. 


Railroad Avenue at Ninth Street 
ROCKFORD, ILL. 




















ARE YOU GOING 
TO WASHINGTON 
to Start the Wheels 
of Your Industry? 


HETHER it be in con- 
nection with the Confer- 
ences on Industrial Codes or 
the administration of the 
$3,300,000,000 Public Works 
Program, The Willard is your 
logical headquarters—adjacent 
to 
General Johnson’s Office 
Office of Secretary of In- 
terior Ickes 
Home Loan Bank Hdatrs. 
Farm Loan ard j 
Public Works Budget Head- 
quarters 
New Commerce Building 
Office of Postmaster General 
Farley 
White House Offices 
Railroad Administration 


Ome 
WILLARD HOTE 


14th and Pennsylvania Ave. 
Washington, D. C. 


H. P. Somerville, Managing Director 
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The UNIQUENESS 
The UTILITY 










The 
ECONOMY 
of wanetine 
Lower Cost 
The of Operation 


Ten Tools in One 
With a Thousand Uses 


“EVERHOT” 


Combination Soldering Iron and 
Blow Torch will amaze your cus- 
tomers 


and They Will Buy! 


Here is a tool so strikingly “‘post de- 
pression” that its sales value should be 
immediately discernible to distributors. 


Post Depression— 


because of its low selling price—$7.50 

because of its economy in operation 

because of the many and varied jobs 
that can be done by virtue of its 
ten interchangeable attachments 

because of the numerous markets to 
which it appeals 

AND BECAUSE OF THE GOOD 
MARGIN OF PROFIT ALLOWED 
DISTRIBUTORS ON EVERY 
SALE 


Write today for complete facts, including our 
attractive distributor proposition. 


EVERHOT MANUFACTURING co. 


ERHOT Since 1921 


anveen * ILLINOIS 

















“SPECIALS” 


for Distributors 
DISTRIBUTORS must supply 


many special items as part of 
their service to their trade. And 
for those specials they must 
have dependable sources of sup- 
ply. 

For many years we have coop- 
erated with distributors in sup- 
plying special tanks, coils, bends, 
expansion joints, heating, cool- 
ing and evaporating equipment, 
floats, kettles, valves, special pipe 
fittings, bushings, and many 
other items made of Copper, 
Brass, Bronze, Aluminum, Stain- 
less Steel, Nickel, Monel and 
Block Tin. 


We have been manufacturing 
this line for 49 years and will 
be pleased to send you complete 
set of our literature for your file. 


ARTHUR HARRIS & CO. 


Coppersmiths - Engineers - Founders 
210-218 N. Curtis St., CHICAGO 
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Skilsaw Announces New Prices 


Skilsaw, Incorporated, has an- | 


| nounced new prices on their complete | 


| 


| effective September 15. 


| costs of raw 


| adhered to our policy of producing 











line of portable electric tools, to be | 
Higher labor rates and increased | 
materials necessitate | 
these new prices, reports B. J. Sulli- 
van, vice-president. Mr. Sullivan 
further states: “We have constantly 


SKILSAW products of the finest ma- 
terials and with the highest standards 
of workmanship. To maintain previ- 
ous prices would necessitate the 
purchase of an inferior grade of ma- 
terials. We = sincerely believe our 
customers will be glad to pay a 
slightly higher price rather than to | 
purchase a tool inferior in quality.” 

Prices are as follows: Model “W” | 
—$42.50, Model “J”— ——— 00, Model 
“E”—$125.00, Model “S”—$145.00, 
Model “O”—$165.00, Model “R”’— 
$195.00, SKILSAW Sander—$88.00, 
Radial Arm —$80.00 and Bench 
Grinder—$35.00. 


* * * } 





Universal Tool and Die Changes 
Address 

The Universal Tool and Die Com- 
pany, Milwaukee, Wisconsin, has an- | 
nounced the removal of its plant to | 
2101 South Bay Street, where its 
facilities will be augmented by those 
of the Wrought Washer Manufac- 
turing Company, its affiliate for the | 
production of tools, dies, jigs and 
fixtures. 


* * * 


Efficient Plant Management Em- 
phasizes Distributors’ Importance 
(Continued from page 16) 
before approving its purchase; in- | 
spect merchandise 
accepting ; 


rigidly before | 
designate a specific bin, 
rack, or shelf for every item; number 
and properly identify every bin, rack, 
or shelf; see that applications for 
new material are authorized by more 
than one department. | 


Then, for the distributor I would | 
make the following recommenda- 


tions: Carry adequate stocks; know | 
the performance of your products; | 
provide the kind of service which 
will make factory shutdowns a rare, 
if not impossible, occurrence; keep | 
the buyer, the plant engineer and his | 
organization informed of new devel- | 
opments; study the needs of the in- 
dustrial plants in your trade terri- 
tory and specialize accordingly. 






Size at $180.00 


JAEGER “SURE PRIME” 
‘PUMPS SELL FASTER .. 


THE JAEGER MACHINE CO. 





Sell Our 10,000 


F.0.B. Columbus 


2” —3”—4”"—6” SIZES 


Beat competition, —_ a with 
America’s fas 4 
portable, sure ier omstuibeguie. Amaz- 
ingly low prices. Write us. 





501 Dublin Avenue, Columbus, Ohio 





ed Shield’ 


HIGH SPEED DRILLS 
REAMERS 
TAPS.DIES 

MILLING CUTTERS 
CHUCKS 

ETC. 


NOTE THE SHIELD 


ON EVERY TOOL 


Tae Stanparn Toot (0. 


CLEVELAND 


New York Chicago 














MILL SUPPLIES 





PBB BPPBPPOOP™\BPADP”™ 


They're New! 
They’re Different ! 


They'll Put New Life in | 
Your Car Mover 


Business 


Index to Advertisers 
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| Advance Car Mover Co 


Allen Mfg. Company, The 


| American Asphalt Paint Co 
| American Saw & Mfg. Co 


| Appleton Car Mover Company 


The “POWER KING” 


The “POWER BOY” 


—for Average Loads— 


| Armstrong-Blum Mfg. Co 


Armstrong Bros. Tool Co 
Atkins and Company, E. C 


| Atlas Press Company 


for the Heaviest Loads | 
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| Bond Foundry & Machine Co 


Borden Company, The 


| Boston Woven Hose & Rubber -— 


pany 


| Bristol Company, The 
| Brown & Sharpe Mfg. Co 


The ‘Power King” is | 
built to move the heavi- 
est loads. It is easier 
to operate, suffers less 

wear, has less slack, no lost mo- 
tion, faster action. Spurs concave 
and set at an angle to give greater 
track gripping power. Spur plate 
constructed a eliminate wear on 
shoe Nose of shoe and saddle 
toggie egurate as a single unit. 


Write today for all 
the facts on these two brand new | 
tools made by the manufacturers | 
of the reliable “New Badger” Car | 
Mover and “‘Advance” Safety Car 
Wrench. | 

A number of leading distributors | 
have already seen their advantages | 
and are pushing their sale aggres- 


sively and successively. You will do | 


the same when you know them. 


A rounded nose 
on the saddle tog- 
gle of the ‘“‘Power 


Boy"’ gives faster 


action and elimi- 
nates lost motion. Though light 
in weight, it resists wear suc- 
cessfully. Manufactured to 
meet the demand for a light 
weight mover that handies av- 
erage loads easily and with 
plenty of power. 


Daily Growing Markets 
Fine Profit Terms 
Investigate 


ADVANCE CAR MOVER CO. 
APPLETON, WIS. 


Canadian Advance Car Mover Co,, Welland, Ontario, Canada 
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Independent Pneumatic Tool Com- 
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Jaeger Machine Co., 
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McGill Manufacturing Co 


~~ Brush Manufacturing 
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Morse Twist Drill & Machine Com- . 
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